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38 Years devoted to Progress in Oilheating and Airconditioning 
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.... Meters that stop when 


Here’s air gets into the line 
For high speed fuel oil deliveries (up to 120 
Your Answer GPM) Brodie has developed high velocity 
BiRotor tank truck metering that makes pos- 
sible accurate measurement at high flow rates. 
- . : This is accomplished through the combination 
to Fast, Accurate of: (1) New Brodie Air Control System; 
(2) Brodie balanced, free opening outlet valve; 
(3) in conjunction with full capacity Brodie 
P BiRotor Meters. They said it couldn’t be done 
-with — but Brodie did it. 


Fuel Deliveries 
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Positive Air Control 
System and 


Free Opening 


Outlet Valve =o) oy 0) on 
sad co | 


{ 
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/ Pe 
€} Brodie Air Control 
; prevents the en- 
_ trance of air into meter at high 
rates of flow with no restriction 
under normal operating condi- 
tions. Does not depend on liquid 
level in air eliminator. 


Brodie Differential 

Check Valve closes 
tight when air enters system. It 
has far less restriction than a 
spring loaded back pressure 
check valve. 


Get in touch with your Brodie Metering Specialist who can help you with your metering rarest or send for Bulletin 670, omey. 4 


RALPH N. BRODIE COMPANY 
San Leandro, California, U.S.A.* CABLE ADDRESS: “‘BRODICO” 


SEND ME COMPLETE DETAILS & PRICES 

.. on the Brodie Air Control System, and Differential Check 
Valve used with Brodie BiRotor Meters. 
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Acie OA gars 


85 billion gallons of oil have been 
reliably pumped to burners equipped 


with Sundstrand fuel units 


date have pumped more than 85 billion 
gallons of fuel oil. 

The Rely-Ability of Sundstrand fuel 
units starts with an original design 
concept—the Rota-Roll pumping ele- 
ment—and is carried through by pre- 
cision manufacturing, exacting quality 
control, and comprehensive follow-up 
in field application and service. 





Easy installation and service, low 
maintenance requirements, long life 
and a consistent record of insuring 
An estimated 6,000,000 American reliable burner performance “as spe- 
homes today are being reliably heated cified” have kept Sundstrand “first in 





by oil burners equipped with Sund- fuel units" year after year. Our Bul- 
ceo mane strand fuel units. Since the first one _letins Nos. 1102 and 1106 tell about 
facture, sell, or service was shipped more than 20 years ago, Sundstrand fuel units. Write for your 
o mean reliable performance 


it is estimated that the millions built to copies today. 


SUNDSTRAND HYDRAULICS 


DIVISION OF SUNDSTRAND CORPORATION 


2210 Harrison Ave., Rockford, Ill, — Eastern Sales Office: 89 Summit Ave., Summit, N. J. Made in Canada 
by John Inglis, Ltd., 14 Strachan Ave., Toronto; in Sweden by Sundstrand Hydraulic AB Stockhoim; in 
France by R. S. Stockvis et Fils, S. A, 20-22 Rue Des Petits - Hotels, Paris 


and customer satisfaction 


SUNDSTRAND 





“We find the SUN-RAY 
OIL-FIRED WATER HEATER 


to be eminently satisfactory on every point’ 





@ 4), times the recovery rate of gas water heaters 

@ 84 times the recovery rate of electric water heaters 
Up to 180 gallons per hour — 100°F. temperature rise 
COPPER MODELS—30, 45 and 65 gallon sizes 
GLASS LINED MODELS—30, 50 and 70 gallon sizes 


PATRICK F. 
CAPUTO 


SUN-RAY 

FULLY AUTOMATIC 
OIL-FIRED 

WATER HEATER 


15 YEAR WARRANTEE 
ON COPPER MODELS 


10 YEAR WARRANTEE 
ON GLASS LINED MODELS 


SUN-RAY BURNER MANUFACTURING CORP. 


139-24 QUEENS BOULEVARD - JAMAICA 35, 
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Among other things . . . 

There’s more on equipment development this month in 
John Schulz’ report of a visit to the Gulf Research and 
Development facility. He tells about a newly-developed 
flame tube and air-aspirating nozzle with which the lab 
technicians have done some really fabulous things. 

As witness the cover photo. This shows a three-nozzle 
burner firing a furnace originally designed for gas. In fact 
an entire corner of the Gulf laboratory is reserved for 
gas-designed equipment easily and quickly converted to 
oilburning with the new burner. The report begins on 
page 43. 

There’s a good deal of convention reporting this issue 
—the Pacific Coast OHI meeting in Reno, the Philadelphia 
convention and the IoMA meeting. All were well-attended 
and produced some real fine information for those who 


were there. Each is covered in the feature section. See 
pages 47, 55 and 62. 





| parapet John G. Wings 

of the Chase Manhattan Bank 
has probably done the best job in the 
industry to alert oil producers and ré 

finers as to how they are selling their 
birthright for a mess of pottage in let 
ting natural gas displace oil produc 

tion. He frequently makes it clear t 
them that this gas displacement of the 
oil market has been far more impor 

tant than any losses the producers may 
have encountered from imports 

The Oil Daily of May 5 reports an 
other fine presentation by Winger at 
the previous day's meeting of the 
Texas Independent Producer ind 
Royalty Owners Association held at 
Tyler, Tex. 

He noted for example that if th 
gas producers were to allocate their 
costs of exploration and production 
between oil and gas on the basis of 
equivalent energy value they would 
find that they are running deeply into 
the red on gas. 

Another interesting figure was that 
crude oil at an average price of $2.92 
per barrel has been unable to compete 
with gas at the equivalent energy basis 
of $1.26 a barrel. Then he went on to 
say that each time gas has moved in 
on an oil market the producer has ex 
changed a net-back of $1.02 for only 
22¢, exclusive of costs 

He predicted that if gas, under 
price controls, continues to take 80% 
of new domestic fuel markets, com 
bined oil and gas revenues of the in 
dustry may well decline, even if gas 
prices were allowed to rise by 0.5¢ 
per thousand cubic feet each year and 
the crude prices held steady 

In commenting on importing Cana 
dian gas which will displace more 
fueloil volume in the Middle West 
and Pacific Northwest. he sees a possi 


bility of restricting additional imports 
when the Canadians realize that it is 
their own crude that is being dis 
placed 

Winger did not have a written 
presentation, but rather spoke from 
some 40 slides, but the reporters for 
Oil Daily got most of the interesting 


my li tions 


“REAT BRITAIN is. having its 


J troubles in getting oilheating 
launched on a substantial scale. Nat- 
urally, there is a lot more of it than 

ars ago, but it is still an uphill 


separate the Britisher from his 


An interesting item in a recent is 
of the The Economist explained 

s a curb on too much expansion 
conomy, the Chancellor of the 

uer and the Bank of England 
nnounced further credit re 
straints. To buy an oilburner, the 
t must be able to put down 

lean up the balance in 24 


of the Home Secretary 

und evidence of “future fresh 
in several things including 
feed radiant oil heaters.” We're 
ure what a drip-feed heater 
ough in the early years of oil 
we had the California type 

il was dripped or dropped 


| plate that had been pre 


I’ \ DISCUSSION of the costs of run 
ning a fueloil business. at the re 
cent convention of the Pacific North 
west OHI group at Reno, Nev., a 
fresh angle was injected. It is natural- 
ly very important to save every possi- 
ble dollar in the operating costs of a 
fueloil business. This is elementary in 
any business 

Fueloil distributors have a variety 
of approaches to costs saving. Some 
do it by concentration of their ac 
counts into limited areas; some do it 
by investing in the modern high speed 
distribution equipment that has been 
gaining in popularity; others do it 
with incentive systems for their em- 
ployees 

The significant point in this discus- 


sion, however, was that it does little 








“Take your thumb off the scales!" 


good to save money On operating costs 
if the market goes weak and margins 
decline. 

Fortunately, the margins have held 
up quite well through this past winter 

at least the posted margins—in spite 
of the price drops caused by surplus 
product around the country. It is too 
much to expect though that good mar 
gins can be retained unless we can 
hold at least a modest growth rate 1n 
the demand for fueloil. 

To insure some reasonable growth 
is going to require an individual deal- 
er, his local market group, and the 
entire industry to refine every phase 
of oilheating at the consumer level, 
and at the same time do very consider 
able advertising and public communi 
cations to get our story across 

Thus, when we talk about costs of 
doing business what we really mean 
is the cost of making a profit. Every 
time we can save a quarter-cent a gal- 
lon at the operating level, we should 
look on this as an opportunity to 
spend more in promoting and sustain- 
ing the market. 

It would do little good to save the 
quarter-cent or even the half-cent if 
the lack of growth should cause those 


margins to slip back a cent. 


| enw REMARK (or maybe a snide 
remark) overheard at the OHI 


“A committee is a group 


exposition: 
of unready individuals tackling an 
unwilling assignment to do an un- 


necessary job.” 
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UNIFIL Nozzle Connector 
UNIFIL Male 45 Adaptor 
UNIFIL Female 45° Adaptor 
UNIFIL Female Straight Adaptor 
UNIFIL Male Shoulder Adap 
UNIFIL Male Straight 
UNIFIL Flush Inser 

UNIFIL Flush Inse 

UNIFIL Acce 

Scully’ Weighte 
VENTALARM Signa 


The rt delivery system has advantages and profits for you that are 


far ahead of any competitor's single product. Alone or in combination, 
every unit of the Scully system has important extra features found in 
no other make. A simple comparison will show you why Scully, after 24 
years is still the leader in the field. See for yourself why there is no other, 


call NOrmandy 5-3900. 


Ss CO UW L, : eg SIGNAL COMPANY 
MELROSE 7868, MASSACHUSETTS 
IN CANADA: €E. S. Gallagher Sales, Lid.,, 10 Hafis Rd., Toronto, Ontario 


© 1960 by SCULLY Signal Company (All names in Capitals are Trademarks of Scully Signal Company ) 
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GOVERNMENT 
INFLUENCE 





by James M. Collins 


WASHINGTON-——-As Congress heads 
into its stretch drive, before July ad- 
journment for the political conven: 
tions, little is now expected to be en- 
acted into law affecting the fuels in- 
dustries, significantly. 

However, the stage is now being set 
for a fuels and energy study that 
promises to outdo any conducted here- 
tofore over the years by congressional 
committees, But, the results will not 
be known for at least six months, 
probably much longer. 

Coal men are driving very hard 
now to have Congress approve a reso- 
lution to set up a special joint con- 
gressional committee to make a fuels 
policy study. The chairman of the 
House Interior Committee has joined 
with the coal industry, in urging 
adoption of the proposal. He feels the 
modified resolution 
any specific direction for the commit- 


which strips out 


. 


tee to recommend “optimal use” of 


various fuels—should now be ap- 
proved. But, it is doubtful that this 
will be cleared by the House Rules 
group, or by either the House or Sen- 
ate. 

Patman (D., 


Texas) has now proposed to members 


Instead, Chairman 


of his joint economic subcommittee on 
fuels and energy that a staff study be 
initiated on fuels and energy, and that 
later hearings be held. 

It is confidently anticipated by Pat 
man that his colleagues will approve 
his idea. One member, Senator Ken- 
nedy (D., Mass.), for example, said 

in his West Virginia primary cam- 
paign 
is a national necessity, and he pledged 
he would make this one of the first 
orders of business, if elected President 
this fall. 

Patman, after the subcommittee 
members approve the plan, will in- 


that a “national fuels policy” 


struct his staff to contact every fed- 
eral agency that has anything to do 
with oil, gas or energy, and to contact 
“most” state agencies. Object will be 
to find out what is the present status 
of regulation, policies, and what ideas 
these agencies may have, if any, for 


changes in fuels policies 


Import Control Defended 


Meanwhile, the Justice Department 
has defended the method of allocating 
imports of residual fueloil, in answer- 
ing Gulf’s appeal for a temporary in- 
junction and higher residual quotas. 
The Department claimed that Gulf 
was “flourishing” under the imports 
controls program, and that its low 
residual quota was more than made 
up for with the highest crude quota 
of any allocation holder. Gulf says 
that the residual quotas should be 
based on each company’s relative 
“sales.” On this basis, it would re- 
ceive a much higher quota. But, the 
government says that although such 
an approach was studied originally, it 
was found too complex and would not 
be “administratively feasible.” The 
final outcome is still in doubt. 


Producers Demand Cutback 


On the other hand, independent 
producers are requesting a whole new 
study by the government of the im- 
ports program, and the continuing de- 
pressing effect on domestic industry 
of oil imports, seeking a cutback in 
the total level permitted east of the 
Rocky Mountains (9% of total de- 
mand, not counting bonded ships 
bunkers and military re-exports). The 
Independent Petroleum Association of 
America has written to the President, 
seeking the review, and citing a mass 
of economic data on exploration, drill- 
ing, costs, prices, production levels, 
etc., to illustrate the continuing plight 
of the domestic industry. The IPAA, 
in its letter, praised the control pro- 
gram, its administration, and its ob- 
jective. But, it declared that the pro- 
gram has not met this objective—a 
healthy and vigorous domestic indus- 
try. IPAA frankly acknowledged that 
there are many other factors than 
merely imports affecting domestic op- 


erations—but it did not detail them, 


leaving conclusions to be drawn by 
the government after study. 
Indications are that the government 
will go along with the idea of a re- 
view—although it conducts a “con- 
tinuing review” anyway of oil im- 
ports. But, in this election year, the 
Administration will be cooperative 
with such a request. The result, how- 
ever, is very speculative. Only a cut- 
back in the 9% ratio, substantially, 
would be of any real benefit to do 
mestic oil producers, and this is not 
expected to be done before the presi- 
dent leaves office in seven months. 
Some slight cut may be made—from 
but for 
every 1% cutback in the ratio, only 
about 80,000 B/D would be added to 
domestic production, and it would 
take a substantial cutback in the ratio 


9% to 8% or even 7% 


before any real benefits were felt by 
the domestic producers, and produc 
ing states. 


FPC is Probed in Congress 


The Harris Investigating commit- 
tee has ben probing deeply into the 
operations of the Federal Power Com- 
mission, with the emphasis on “ex 
parte,” or behind-the-scenes contacts 
by representatives of the regulated 
industries with commisisoners, to try 
to determine whether such contacts 
improperly influenced members of the 
FPC. The impression, so far, of this 
probe, is that while there may have 
been thousands of private contacts by 
oil, gas or pipeline men with commis 
sioners, no influence on FPC decisions 
has been demonstrated. But, the in- 
vestigation very likely will result in 
the commissioners being extremely 
careful about who they see privately, 
or what they discuss. This, plus the 
fact that Congress is not expected to 
approve President Eisenhower's two 
new nominations to the FPC (two 
Justice Department men to replace 
Commissioners Connole and Hussey) 
very likely will slow down even more 
the tremendous work load of the 
Commission and may make a decision 
at this time in the key producer case 
affecting the Phillips Petroleum Co. 
impossible until next year, when the 
democrats may control the White 
House and may appoint their own 


men to FPC. 
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...YET (7’S A COMPLETE TRUCK METERING SYSTEM IN ONE WEIGHT-SAVING COMPACT 





Everything you need for accurate metering of fueloil or gasoline is built into one 
weight-saving unit in Neptune truck meters: an efficient air-release to remove 
slugs of air, a large capacity strainer to prevent dirt stoppages, a time-saving auto- 
matic quantity control valve, and confidence-building ticket-printer. 

Only Neptune gives you all these in so little space, with so much saving in 
weight. Only three connections to make. No “extras” to buy . . . fewer chances for 
leaks . . . less chance for improper installation. 

Most important . . . all these important accessories are designed by Neptune, 
assembled by Neptune, and calibrated as one unit by Neptune. 

Add Neptune’s splendid reputation for sustained accuracy and low mainte- 
nance, and you have the oil marketer’s most sought-after business friend. All sizes. 
Ask your Neptune Equipment Jobber or tank truck manufacturer for details. 








NEPTUNE METER COMPANY 
47-25 34th St., Long Island City 1, N. Y. 


‘ anak ma L/QUID METER DIVISION 
for a better / measure of profit Branches and Jobbers in All Principal Cities 


in Canada: Neptune Meters, Ltd., Toronto Ontario 








SHAFT PROTECTION—new gun- 
metal-like treatment of shaft 
resists rust so the blower is al- 
ways easy to remove. 


FAST ROTATION CHANGE cuts 
your inventory in half. Simply 
reverse leads (“A” to “B’’). 


AIR-SHIELD DESIGN 
heat switfly 


transmits 
greatly reducing 
trip-outs’’ that result in time 
consuming service calls 


4-YEAR LUBRICATION at factory 
practically eliminates reoiling 
Motor has doubled oil supply 


G-E FORM 6 
MOTOR MOTOR 


It’s that simple when you use 
General Electric oil burner motors 


General Electric’s oil burner motor will give years of 
reliable service on the oil burners you install, service, or 
build. This means a high degree of customer satisfaction 
with the furnace equipment you supply since you practically 
eliminate call-backs or emergency service calls. 


Contributing to the motor’s long life are a rust-resistant 
shaft, a special air-shield design, four-year lubrication at 
factory (see photos), a wear-resistant switch, and moisture- 
resistant Mylar* polyester film insulation. 


All these extra-value features are yours when you specify 
“G-E motors” on the oil burners you buy. They’re also ideal 
for replacement purposes. For more information, write Section 
738-06, General Electric Company, Schenectady 5, N. Y. 


* Registered Trade-mark of DuPont Co 


Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 
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Monthly oilheating Trends 


ILHEATING INSTALLATIONS in 
April were almost identical with 
those in April a year ago; 41,492 jobs 
went in this year against 41,325 in 
April last year. This leveling out may 
be only temporary reflecting the busi- 
ness hesitation which is quite evident 
over the country this spring. We 
should know in another month or two. 
The April installations were di- 
vided: New homes, 16,936; replace- 
ments of old oilheating, 12,040; and 
conversions from other fuels, 12,516. 
The totals for the first four months 
of the year show an estimated 167,691 
above last year’s 159,864. 
These sansitiesiines were divided: New 
Homes, 61,061 this year vs. 55,273 in 
the same period of 1959; replacements, 
62,072 compared with 62,623; and 
conversions 44,558 this year as against 
41,968 last year. 

It is odd that replacements have 
shown no gain in this period, but this 
again may be a temporary condition. 
Conversions from other fuels are 


which is 5% 


rather surprising in view of the fact 
that the number of homes using coal 
has dropped some 70% in the past ten 
years. 


During April, oilheating dealers in- 


April Minimum Retail Prices 
Key Dealers 


Apr. Avg. Mar. Avg. 


Separate Burners $313 $314 
Boiler Burners 742 744 
Furnace Burners 618 625 


Price Index: Separate Burners 
1947-49 is 100%, 
WHOLESALE 
April 94.1 Six months ago 
March 94.3 Year ago 
RETAIL 
April 90.9 Six months ago 
March 91.2 Year ago 


stalled approximately 1,690 central 
airconditioning systems. They also in- 
stalled during the month an estimated 
3,302 water heaters with power burn- 
ers. This item shows some consider- 
able growth of interest. 

Oilheating Stocks: At the end of 
April, dealers were holding approxi- 
mately 46,560 domestic oilburners and 
units. This compares with 50,434 a 
month earlier, and with 73,183 on the 
same date last year. 

This very strong drop on the year- 
to-year comparison checks fairly well 
with the fact that factory shipments 
on the first two months as reported by 
Census Bureau are running consider- 


IN THOUSANDS OF — 
DOMESTIC OILBURNERS & 
IC GAS 


+ 


No part may be reprinted in any form without permission. 


ably below last year. On the other 
hand, it promises well for future ship- 
ments with inventories down. 

Factory stocks at the end of Febru- 

ary, the latest available data, were 
49,696 compared with 44,726 the pre- 
vious year. 
” Tank stocks: Dealers at the end of 
April had on hand approximately 42,- 
686 customer oil tanks compared with 
39,594 at the end of March and with 
37,054 on April 30 last year. 

Just why tank stocks are up mod- 
erately while oilheating equipment 
stocks are down would be hard to fig- 
ure unless the dealers are getting some 
price breaks on tanks. Certainly, the 
domestic steel industry is not too busy 
and salesmen are offering deals 
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Shipments of Oilburners and Units 
(Including Exports) 
Adjusted to include manufacturers other than those reporting to 
Census Bureau, Furtom & Om Heat's estimates of shipments are: 


———— FEBRUARY 


1960 1959 
Separate Burners 28,180 31,640 
Boiler Burners 3,748 2,696 
Furnace Burners 6,419 9,780 
All Domestic 38,347 44,116 
Commercial 2,872 2,891 


Total 41,219 47,007 





TWO MONTHS———— 
Percent 
Change 
—15.9 
+148 
—36.8 
—18.7 
+ 45 


—17.5 


Percent 


Change 1960 1959 
—10.9 55,933 66,494 
+39.0 5,834 5,084 
—34.4 12,654 20,007 
—13.1 74,421 91,585 
— 0.7 5,565 5,326 
—12.3 


79,986 96,911 





SPECIAL STUDY 


THIS MONTH 


What does our Industry need 


in the Way of product Research? 


~— OF GOOD MEN in the oilheat 
ing industry are taking a look at 
the opportunities for improvement 
through the channel of equipment ré 
search . . . new methods of oilburning 
or new heating systems that will bene- 
fit the consumer and make our selling 
job a little easier. 

The special study this month ex 
plores the thinking of a representative 
group of dealers across the nation on 
this very vital topic. First, we asked 
them to consider six possible ap 
proaches to the whole endeavor and 
let us have their opinion on these in 
order of their relative importance 

They voted first for definitely new 
equipment, not necessarily cheaper but 
better designed to cut down on serv 
ice. Their second choice would be to 
design adaptors or accessories to be 
able to rebuild or adjust for greater 
economy and dependability the pres 
ent equipment now in homes 


Research Goals 


The third objective in point of 
popularity is to develop cheaper oil- 
heating equipment, obviously, to more 
nearly equal gas or electric heating 
equipment on initial cost. The fourth 
choice is aimed at the study of equip 
ment for year-round heating and cool 
ing with oil fuel 

Fifth, they want improvement in 
the oil itself, and they obviously hav: 
in mind the point of stability and 
probably the publishing of more r 
strictive specifications to limit the dis 
tillation range. Sixth and finally, they 
think that research should be aimed at 
finding entirely new uses for fueloil 

This listing of desired objectives on 


12 


the part of dealers is almost what 
would have been expected except for 
the third choice. It is refreshing to see 
that first and second place emphasize 
better equipment and better facility in 
the home rather than cheaper equip- 
ment, which drops to third position in 
importance 

Next we asked the group whether 
in developing new equipment, we 
should try for some entirely new prin- 
ciple of burning oil. Voting definitely 
yes on this point were 72% of the 
dealers; another 26% had a middle- 
ground view on this saying we should 
possibly give it some study; and only 
2% said the present combustion meth- 
ods are entirely o.k. 

Our third general area of question- 
ing tried to separate the problem of 
competing with other fuels between 
our lack 
lack [ 
and perfect service in the home. 

We find 58% saying that our lack 
of the right equipment is our toughest 
competitive problem. The other 42% 


of right equipment and our 


sales promotion, advertising 


feel that we are weaker in ways hav- 
ing nothing to do with the equipment 
itself, but rather in lack of advertising 
and sales promotion, and in some areas 
lack of adequate servicing in the 
hom 

Quite a number of the dealers voted 
equal weight on both sides—in fact 
a fourth of them did this. and this was 
adjusted in the percentages just 
quoted, It is refreshing to see more 
than two-fifths of the dealers recogniz 
ing that we can be helped through 
field activities immediately without 
having to depend on the longer range 
research developments 


Next we asked the 


group who 


should pay for research: the refiners, 
the equipment manufacturers or the 
dealers? (When we use the term deal- 
er it embraces all types of retail opera- 
tion.) 

We got a real surprise on this one 
The weighted average for the entire 
group says that the refiners should pay 
57% of the total cost of research; the 
equipment manufacturers, 31%; and 
the dealers, 12%. 

It is quite probable the refiners will 
have to pay most of the cost in the 
long run rather than equipment manu- 
facturers carrying any such share as 
suggested, Also, it should be easier to 
raise the money from refiners because 
they are relatively few in number 
compared with the very many manu- 
facturers who serve some portion of 
this field. 

The $64 question got the same kind 
of answer. We asked how much the 
dealers believed they could increase 
our share of the new installations go- 
ing to gas if they had a radically new 
oilheating system at a cost to equal 
that of a gas heating system. Their 


There 


was not too much variation between 


: , rag 47% 
composite answer Was M/e 


sections: New England voted 46%; 
the Mid-Atlantic dealers say 47%; 
the Midwest dealers estimate 54%; 
while those in the Pacific Northwest 
say 30%. 

The final question asked if the deal- 
ers considered it intelligent to switch 
some of the present promotional funds 
to research if it were found that such 
funds could not be separately raised 
in the near future. The specific ques- 
tion put a limit on this by asking if 
perhaps a third of the $3 million be- 
ing spent on cooperative advertising 
should be switched to research proj 
ects—and again assuming that money 
could not be found elsewhere. Surpris 
ingly, 53% of the dealers say under 
these conditions one-third of the dol 
lars might be switched to research 
Another 20% say that some money, 
but a lesser amount might be put into 
research; the remaining 27% believe 
that no promotional money now avail- 
able should be moved over into the 


research column. 


Comments from dealers on these 
research possibilities are as follows: 
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“Too few manufacturers are inter- 
ested in research. It will be difficult to 
convince dealers that they should con- 
tribute to a research program, but they 
must or find themselves in the same 
position ten years from now that the 
coal dealer faces today.” . . . “Service 
is our problem—gas and oil are about 
equally priced in our market, but serv- 
ice makes the difference.” 

“Price is our big factor—get fuel- 
“New and 


trouble-free equipment would really 


oil competitive.” 
give us something to sell.” 


Oilburner Permits * 


APRIL FOUR MONTHS 
1960 1959 1960 
0 Albany, N. Y. 3 2 

3 Baltimore, Md. 79 74 
Bridgeport, Conn 155 175 
Columbus, O. 8 3 


Detroit, Mich. 150 109 
Elizabeth, N. J 59 60 
Freeport, N. Y 50 57 
Hartford, Conn. 293 165 
Irvington, N. J 42 33 


Meriden, Conn. 98 ads 
Milwaukee, Wis. ~ 63 54 
Minneapolis, Minn 87 oa 
Montclair, N. J. 28 25 
Morristown, N J 6 6 


Mt. Vernon, N. Y. 127 87 
Newark, N. J. 165 137 
New Bedford, Mass 156 

New Haven, Conn 226 as 
New Rochelle, N. Y. 46 38 


Norfolk, Va 98 93 
Omaha, Neb 22 
Orange, N. J 7 
Passaic, N. J. 13 
Paterson, N. J. 58 


Philadelphia, Pa.* 372 
Portland, Me. 148 
Portland, Ore. 295 
Poughkeepsie, N. Y. 30 
Providence, R. I 132 


Richmond, Va. 124 
Roanoke, Va. 198 
Rochester, N. Y. 128 
Rockville Centre, N.Y. 9 
Salem, Mass. 95 


St. Louis, Mo 160 oe 
St. Paul, Minn. 29 26 
Schenectady, N. Y 24 21 
Spokane, Wash. 102 nia 
Springfield, Mass. 184 187 
Stamford, Conn. 62 37 


Washington, D. C 88 152 
White Plains, N. Y. 42 29 
Wilmington, Del. 49 67 
Worcester, Mass 247 162 
Yonkers, N. 2. 33 45 


Matched Totals 3,895 3,669 
Percent Change 5.8 


*Permits are not total sales in each mar- 
ket since none are reported from suburban 
areas, which normally account for 20% to 
60% of total sales in each market; nor are 
they an accurate index where enforcement 
is lax. Rightly used, however, they are a 
useful working index. 

**Courtesy of “Philadelphia Inquirer.” 


“Servicing is not our problem local- 
ly, but we need equipment that oper- 
ates cleaner.” . . . “We need both new 
equipment and greater sales promo 
tion.” . . . “Too many in the indus- 
try are ‘married’ to present smoky 
fires. The manufacturers make sales 
and they should pay for the research.” 

“False gas advertising should be 
stopped and funds used for this pur- 
pose.”’ . . . “Whatever the cost to re- 
finers and manufacturers it will be 
eventually paid by local marketers and 
consumers.” 

“With the right equipment we will 
have less service.” . . . “The local mar- 
keter’s job is to sell the product pro- 
duced by others not finance the de- 
velopment.” 

“Our service people need better 
educating.” . . . “Price is the deter- 
mining factor in new business.” . . . 
“Less expensive fueloil would be help- 
ful.” . . . “The lower cost of gas in- 
stallations in small homes is our prin- 
cipal problem.” 

“What we need most is clean com- 
bustion. We boast about clean oil heat, 
but there is too much black soot.” . . . 
“We need a replacement oilburner for 
a gas designed system.” 

“Present equipment with aggres- 
sive promotion can compete with the 
utilities even in face of lower gas 
prices.” . . . “Let's not make it just a 
sales gimmick.” . . . “Equipment at a 
fair price and relatively ‘service free’ 
will always sell.” 

“We need a burner that is extreme- 
ly quiet and has no service problem.” 
.. . “Promotion alone will not over- 
come the high first cost of equipment.” 

“Most large developments go to gas. 
We must compete with the lower in- 
stallation costs, the kickbacks to the 
builders, the massive advertising cam- 
paign by the gas company and the 
ignorance of the home purchaser. 
Lower installation cost to the builder 
is the hardest obstacle to surmount.” 

“Our sales promotion needs some- 
thing to sell.” . . . “We need a gun 
type burner that will make a fire at 
Y to % gph with a clean high CO.” 
... “The lower cost of gas installa- 
tions in small homes is our principal 
problem.” . . . “We should have bet- 
ter equipment to raise efficiency.” 

“Price is the determining factor.” 


. . “Present service problems seem 
to be inherent in our equipment.” . . . 
“We need something new in this busi- 


” 


ness.” . . . “Fundamentally we are 
burning both oil and gas much as we 
did 20 or 30 years ago. I believe if the 
entire oil industry would back a strong 
research development program, we 
could lick all fuels.” 


Where is the 
New home Market? 


No. of Permits 
Issued 

Feb. 2 Mos. 

Alabama 819 1,604 
Arizona 963 1,683 
Arkansas 231 462 
California 15,577 28,814 
Colorado 882 1,958 


Connecticut 862 1,544 

Delaware 172 249 

District of Columbia 38 111 
Florida 6,690 13,168 

Georgia 1,435 2,888 


Idaho 65 91 
Illinois 3,360 
Indiana 784 

lowa 254 
Kansas 287 





Kentucky 426 
Louisiana 768 
Maine 29 
Maryland 1,140 
Massachusetts 1,405 


Michigan 1,790 
Minnesota 474 
Mississippi 218 

Missouri 1,034 

Montana 54 


Nebraska 216 
Nevada 315 

New Hampshire 57 
New Jersey 1,824 
New Mexico 387 


New York 2,964 
North Carolina 836 
North Dakota 22 
Ohio 2,584 
Oklahoma 735 


Oregon 577 
Pennsylvania 1,291 
Rhode Island 152 

South Carolina 192 
South Dakota 39 


Tennessee 1,142 
Texas 4,323 
Utah 417 
Vermont 4 
Virginia 1,848 
Washington 1,197 
West Virginia 83 
Wisconsin 884 
Wyoming 80 


These figures are collected by the Cen- 
sus Bureau from 3,014 selected areas which 
last year accounted for more than 90% of 
all permit-authorized construction. It should 
be noted that about one-seventh of all con- 
struction is outside of permit areas. There- 
fore, these figures represent approximately 
77% of all dwelling construction based on 
last year’s experience. 
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— of No. 2 heating oil on th 


East Coast continued depressed 


largely because they had dropped un 


der the surplus conditions of Febru 
ary. And while March soaked uy 
lot of extra oil as yet there has been 
no demand to crowd the suppl 
to this point. 


The Midwest is 


which does not make too good sens 


very unsettl 
in view of their good strong se: 
The prices here were collected Ma 
10, but at press time there hav 
other Midwest reductions that will | 
reflected next month 

The unsettled condition is reflect 
by Des Moines where one prominent 
supplier is posting at 13.8¢, while th 
price were show 


repr wting services 


ing 15.3¢. They also showed 11 
tank car price or the same as last 


month, but we have left it out becaus 


it obviously does not match up with 


the low retail price shown. 

Degree-days to the end of April 
show the East 1.0% less than normal 
the Midwest 5.8% greater than nor 
mal, and the entire area East of the 
Rockies 1.0% higher than normal 
The season 59-60 was 2% warmer 
than the preceding one in the part of 
the nation East of the Rockies 


Distillate Fueloils 


PRIMARY STOCKS* 
(Thousands of Barrels) 
East of Rockies 

May 13 May | 
1960 1959 
29,864 33,192 
25,654 23 
16,718 19.072 


East Coast 
Midwest 
Gulf Coast 


759 


Total 
*American Petroleum Institute 


72,236 


76.023 
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No. 2 Heating Oil 
(Including No. 3 & PS200) 


Price per gallon as of May 10, 1960 


rtland, Me 
Boston 

Prov idence 
Hartford 
Haven 
Syracuse 


Albany 


» 
Wew 


New York 
Newark 

PI iladelphia 
Baltimore 
gton, N. C 
Washington 
Richmond 


. © £ 
Chicags 
Detroit 
Clev 
Mu neapolis 
St. I 

F dianapolis 


‘ ; 
eland 


Ouls 


Milwaukee 
Des Moines 
n Francisco 
d, Ore 
Seattle 
Spok 


ine 


Coas 


iil sale 


This 


) pi 1c 


t 


t« 


€ 


Tank 


Cart 


97 


usually 


na 


° he Ee ae, me) 


14 
14 
13 


13 


> + 


~wwww ” 


~~ & 


Tank 
Wagon 


1 


9 
y 
0 
6 


3.6 


Degree Day Table 


30 
Percent 
59-'60 Change* 
6449 9 
3155 
4179 
5282 
6315 
3435 


Sept. 1-Apr 


Norm 
6642 
2806 
4130 
5506 


Albany AP 

Atlanta AP 
Baltimore CO 

East Boston AP 
Buffalo AP 
Charlotte, N.C. AP 


Om he NN 


Chicago AP 
Cincinnati CO 
Cleveland AP 

Dallas AP 

Denver AP 

Des Moines A P 


6140 
5026 
5843 
2760 
5971 


7020 


+ 


i) 
wwe Nw oo 
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Detroit AP 
Grand Rapids AP 
Hartford AP 
Helena AP 
Houston AP 
Indianapolis AP 


6111 
6613 
5996 


Kansas City AP 
Los Angeles CO 
Louisville AP 
Milwaukee AP 
Minneapolis AP 
New Orleans CO 
New York CO 
Omaha AP 


6593 
7489 
1175 
4879 
5948 


Iw ~InN wo 
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Philadelphia CO 
Pittsburgh CO 
Portland, Me. AP 
Portland Ore. CO 
Providence CO 
Roanoke, Va CO 
St. Louis CO 


4430 
4898 
7099 
3847 
5783 
4071 
4587 
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Abhwn st 


na 


Salt Lake City CO 
San Francisco CO 
Sault Ste. Marie CO 
Seattle CO 

Toledo CO 
Washington CO 


552 
275 
8517 
3991 


607 
4246 
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PROOF THAT CHEVY’S BIG NEW CABS ARE BUILT FOR A BETTER DAY'S WORK! 


4 


‘Sy 


“THESE TRAILS WOULD SHAKE THE CAB OFF AN ORDINARY 
TRUCK...BUT NOT OUR CHEVY” irev trucis are subjected to the body-wracking 


beatings that are part of a day’s work for this Chevrolet Series 60 pulpwood hauler, owned by J. E. Fox, 
North Carolina logging contractor. As Bobby Fox, a partner in the business points out, ‘Loaded full-up with 
pulpwood, we drive right over stumps and potholes you’d think would tear the truck to pieces. These trails 
would shake the cab off an ordinary truck, but not our Chevy. Chevies are built to hold together longer.” 


@ No matter where you haul, you’li profit by the new 
toughness that’s built into Chevrolet truck cabs for ’60. 
You’ll benefit from a cab that stands up to slam-bang 
runs over rough terrain, a cab that stays in A-1 shape 
years longer. Here are some of the ways in which 
Chevy assures this tight, maintenance-minimizing 
performance: 


1. Tough new longitudinal sills reinforce the under- 
body; provide a solid foundation for cab sheet metal. 


2. Extra-sturdy door openings—box-section pillars and 
sills assure lasting alignment. Doors stay weathertight 
with a minimum of maintenance. 


3. New double-walled roof makes cab stronger and 
safer. Box-section pillars provide solid roof support. 


There’s a world of comfort for you, too. A wide seat, 
for instance, that softens the ride yet gives you extra 
support where it’s needed. And there’s more head room, 
hip room, shoulder room and leg room for rangy drivers. 


First chance you get, visit your dealer and drive a 
new Chevy. Experience new Torsion-Spring Ride. Check 
up on Chevy’s famous gas-saving 6’s and V8’s. Then 
you'll know, for sure, why you can expect thousands 
of extra miles out of a Chevy; why you can be sure 
of more work per day at least expense. . . . Chevrolet 
Division of General Motors, Detroit 2, Michigan. 


1960 CHEVROLET STURDI-BILT TRUCKS <2zagcoraa 
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EVER-TITE 


your best buy 


for high 
pressure 
deliveries 


Dash-pot feature assures 
better control under extreme 
pressures —less shock 
after delivery 

s 
Seals of dual poppets are 
gasoline and oil resistant 

* 
Vacuum breaker feature 


available 
= 


Aluminum body, bronze parts 
. 
Rigid or flexible tubes 
s 
All parts are completely 
interchangeable with parts 
of other ‘210 nozzles 
on the market 
& 
Order now from your Ever-Tite 
distributor, or write for details 


EVER-TITE COUPLING CO. INC. 
254 West 54th Street 
New York 19, N.Y. 


Names in the News 


W. Chalmers Burns, president and 
director of Hartol Petroleum Corp., 
New York, N.Y., 

May 


31 after a petro- 


retired on 
leum = industry 
service ot 40 
Burns, 70, 
since 1948 has 
headed Hartol, a 


major 


years 


wholesale 
marketer of pe 
troleum products on the Eastern Sea- 
board. Since October 1958 it has been 
a subsidiary of Tennessee Gas Trans- 


mission Ci 


R. R. Dean, president of Tennessee 
Oil Refining Co., Houston, has as 
sumed additional duties as president 
of Hartol. W. C. Hildebrand, vice- 
president, Tennessee Oil Refining, re- 
places Burns on the Hartol board of 
directors 

Burns, a Pittsburgh native and en- 
gineering graduate of Carnegie Insti 
tute of Technology, was engaged in 
the engineering field during the early 
days of his career, Later he became 
connected with Walburn Petroleum 
Co. and in 1929 became vice-presi- 
director, Richfield Oil 

York. He was named 


dent and 
New 


executive vice-president in 1933 and 


Corp 


president in 1935, He maintained this 
Hartol 
Burns has been a member of the Gen 
eral Committee, Ap! Division of Mar- 


connection until he joined 


keting since its activation and is a 
member of the Division of Market- 
ing’s Awards and Fuel Oil Commit- 
tees. Hartol is a charter member of 
National Fueloil Council. Burns is on 


its board of directors 


Harry B 
State 


Hilts, secretary, Empire 
Petroleum Association. died 
May 15 at his home in Pipersville, Pa., 


following a prolonged illness. He was 


64. Hilts had been secretary of Espa 
since its inception in 1941 and also 
headed the Petroleum Industry Re- 
search Foundation, which he founded 
in 1944, 

He was active in petroleum indus 
try affairs for most of his life and 
was a member of the National Petro- 
leum Council, a member of the Ameri- 
can Petroleum Institute and secretary 
of the National Oil Jobbers Council's 
fueloil committee. Also, he had been 
secretary of the Atlantic Coast Oil 
Conference and was a trustee of the 
New York Community College. 

Hilts entered the industry in the 
early 1920's as a heavy oil salesman 
and established his own distributor- 
ship in Long Island City, N. Y., in 
the late 1930's. He withdrew from di- 
rect marketing when appointed secre- 
tary of Espa. He is survived by his 
wife, Hazel. 


John Green has been named vice- 
president in charge of domestic sales, 
Texas Co. He formerly was assistant 
general manager in New York. I. G. 
Morgan had been promoted to the 
position, but was unable to assume 


the post because of illness 


J. H. Jordan has been elected vice 
president and manager, Heating & 
Cooling Division, 

Iron Fireman 
Mfg. Co.,. Cleve- 
land, O. He 
joined the com 
pany in 1958 as 
assistant to the 
president, and be- 
fore that had 
been sales man- 
ager for an industrial burner manu- 


facturer in the Cleveland area 


Richard von Munkwitz has been 
named national account sales super 
visor, Mueller Climatrol, Milwaukee, 
Wis. He will be responsible for con’ 
tacts in the government housing field 
and with buyers who have nationwide 
operations. Before joining Mueller, he 
was assistant public relations director 
of the National Warm Air Heating 
and Air Conditioning Association and 
was responsible for establishing Silver 
Shield programs. 


June 
1960 














eee ae 
Universal Flange is easily mounted Lug-type flange assembled to steel Another mounting plate using the Above unit features a hanger which 
to boilers and furnaces where bolt plate provides practical unit for lug-type flange. This unit is speci- suspends from grooved projection 
holes or studs have been provided. mounting to certain makes of boil- ally designed for National Radiator on boiler front. All U.S.-Carlin 


Pressure shoe insures firm position. ers. Pressure shoe is same as used Series 10 cast iron and Series RO mounting assemblies are furnished 
ing of burner. with Universal Flange, left. steel boilers. with asbestos gaskets. 


4 EASY ANSWERS 


to profitable oil burner replacement sales! 


NEW U.S.-CARLIN FLANGES AND MOUNTING PLATES SIMPLIFY 
OIL BURNER INSTALLATIONS IN MANY POPULAR BOILERS AND FURNACES 


Here’s a money-making opportunity to bring outmoded heating installations 
up to date by flange mounting a fuel-saving U.S.-Carlin Oil Burner. With the 
U.S.-Carlin Universal Flange, or with any of several adapter plates illustrated, 
you can modernize oil heating plants with a minimum of time and effort... 
and make yourself a good profit. 
































In addition to the standard flange mounted Models 150F and 150SF-2, the 
popular Models 400, 400S, and 500S-35 . . . formerly available with pedestals 
only ... can now be flange mounted. All necessary bolts, nuts, washers, studs, 
and gasket material are included with U.S.-Carlin mounting assemblies. 


Sell your customers and prospects on replacing existing equipment with a 
modern U.S.-Carlin ... the oil burner that guarantees maximum “mileage” from 
today’s higher Btu fuel oils. Contact -your heating wholesaler or write us for 
chart listing well-known makes of boilers and furnaces with recommended 
U.S.-Carlin burners and mounting assemblies. 


A FULL LINE OF “SHELL HEAD'’ BURNERS PEDESTAL OR FLANGE MOUNTED MODELS \ CAPACITIES UP TO 20.00 6.P.H. 








THE CARLIN COMPANY . wernersrieio, conn. 


ms MID-WEST REPRESENTATION COMPLETE BURNER STOCKS AT CHICAGO 
“W.S.-Carlin burners are listed by Underwriters’ Laboratories, inc. and approved under U.S. Goverriment Commercial Standard CS75-56 where applicable. 
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Proved Products — York-Heat oil-fired boilers and fur- 
maces have for more;than 40 years been regarded as the 
highest quality products for automatic heating. 


New’ Products — Now York-Heat engineers have devel- 
oped new gas-fired boilers and furnaces skillfully designed for 
market needs, priced competitively, and styled for the 60’s. 


Old Friends — York-Heatsequipment has for years been 
used by the nation’s largest builders. These men buy quality 
products—products that will deliver years of trouble free 
operation for the buyers of their homes. 


New Friends — York-Heat’s distributing organization is 
growing rapidly, but(good protected territories remain avail- 
able for distributors and dealers who are interested in prof- 
itable business in the 60's, 


YORK 


Write today for details. 


IPLEY, inc. 


Paoueew aud Specialists iw Avdomalio Heat 


Boilers to 600 Hp. 
Furnaces to 5 Million B.t.u.h. 


YORK, PENNSYLVANIA 


. . « » Names in the News 


Ralph Penn, vice-chairman of the 
board of directors, Penn Controls, 
Inc., Goshen, Ind., died April 4 in 
Los Angeles, Calif. He had been asso- 
ciated with the company since 1919 
when he joined his brother Albert in 
the switch business. He was treasurer 
of the company for many years. 


Henry K. Straw has been elected 
vice-president in charge of sales, Rob- 
erts-Gordon Appliance Corp., Buffalo, 
N. Y. He joined the company in 1959 
as general sales manager. 


Robert V. Main has been appointed 
marketing services manager, Plumb- 
ing-Heating-Airconditioning Group, 
Crane Co. He was formerly sales man- 
ager of the blower division, Viking 
Air Products, and now will be head- 
quartered in Johnstown, Pa. Main is 
one of the originators of the Silver 
Shield performance standards for the 
heating and airconditioning industry. 


Harry H. Speakes has been named 
western district manager of the newly 
formed western district, American- 
Standard Air Conditioning Division, 
New York. Four district representa- 
tives have been named: Elmer L. 
Jacobs, Portland; Ralph W. Carty, 
San Francisco; Lou Polett, Los An- 
geles; and Walter A. Haberl, Denver. 


James G. Bennett has been selected 
to work with the Stimulate Gaso- 
line Committee, Marketing Division, 
American Petroleum Institute, New 
York. He was on the merchandising 
and advertising staff of the New York 
Daily News, also with the American 
Broadcasting Co. He has had 10 years 
of advertising agency experience. 


Joseph A. Wiendl has been named 
general manager of sales, Ingersoll- 
Rand Co., New 
York. He joined 
the company in 
1941; was ap- 
pointed manager 
of the Rock Drill 
Departmentin 
1957 and became 
assistant general 
manager of sales 
in February 1959. 
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9 ° ° : , 
the meter that can’t register air! underside 
of piston in 
LC Check Valve 
This forces piston 
upward to stop flow 
& oe = positively and 
When air is 2 — 
immediately 
present in the 
pumping system, 
the LC Air Eliminator 
discharges 


we 
directly to 


ENABLES FUEL OIL DEALERS TO DELIVER HONEST VOLUME 


Here's the sure, simple solution to today’s honest-volume The LC Check Valve operates only and always 
when air is present gard! of: 





dilemma—accurate, compact LC Meters with the check 
valve that closes with positive action the instant intake line contains air. LINE PRESSURI 


LC Meters not only pass the “split compartment”’ test with accuracy meeting 
regulations in National Bureau of Standards Handbook 44, but they weigh 
less, take less space, and operate without metal-to-metal contact in the 
metering elements for long life and new minimum maintenance. 


lf your LC Meters now have an elbow, the check valve merely replaces it. 
Cost, furnished separately or installed before shipment, is less than 10% 
of complete-meter price. 


LiQuid 


Get full facts now on LC Meters and their many 
exclusive, superior features. Find out how really 
good and reliable meters can be... 


Automatic recovery. No adjustment to encourage 

tampering. No more pressure-loss, when open, 

than the elbow it replaces. Adds only one moving 
art. Takes no extra space. Patented. 

Phone or Write for Literature ° ° 


LIQUID CONTROLS CORPORATION 
NOW SHIPPED FROM STOCK CONTROLS Commonwealth Avenue, North Chicago, Illinois 
100 gpm, 350 gpm, and 600 gpm sizes. feats? eee Phone: DExter 6-8070 
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Old Timers’ Club institutes 


/ / | Hall of Flame Memberships 
We Yo opene f p Tig | AT THE ANNUAL JAMBOREE of the Old 
Timers’ Club of the Oilburner Indus- 
4 try, held in New York on April 5, 
Charles B. Bendix, national chairman, 
announced the establishment of Hall 
of Flame memberships. 

As he explained, “When most of 
the original members of the Club at- 
tained their 25th year as a member, 
the ranks began to thin out. Add to 
the membership span the five, 10 or 
15 years that one had to be in business 
prior to joining the club, and there 
were a lot of members in the business 

AVAILABLE “ c | from 30 years up. That’s a long time 
IN GAS ’ and no wonder that many of them are 
OR OIL retiring, getting into easier work, etc. 

: They can't be expected to continue 
paying dues, once they no longer are 
active. But, we wanted to keep these 
pioneers on our roster, and member- 
ship in our own Hall of Flame pre 


WITH THE DYNAMIC ‘Hj = 5 PUNCH! 


Requirements 


bd een 


NEW MIRACLE-FINNED CROWN SHEET 

The crown sheet is the heart of any boiler — , 

and the Mt. Hawley 600 Series has a mighty spelled out % the Old Timers’ Club 

BIG HEART — actually several times more heat- By-laws, as follows: A nominee shall 

ing surface than the average boiler of equal be a minimum age of 62 years; must 

rating! have been a member in good standing 
WIDE OPEN CONDUCTIVE FLUE CHANNELS for at least 15 years and paid dues for 
Cannot clog! Achieves maximum efficiency by 10 years successively; must have been 
allowing complete freedom to combustion a loyal supporter of the industry and 
gases causing a scrubbing action on the outer the Club: dhoula be ecai-teticed. re 
surface of the heat exchanger. There are NO : 

tee tired or moved to another industry 

restrictions or baffles! 


The By-laws also specify the commit 
HERE'S WHAT THE ONE-TWO 
PUNCH MEANS TO YOU 


© Maximum efficiency. 
® Much lower stack temps. 


* i ft through the & le 
—— dra “9g . C ea 3 more than five nominations considered 


Hall of Flame requirements are 








tee which would approve nominations 

The following names represent the 
first slate of Hall of Flame members; 
in subsequent years, there will be no 


Service free economical operation i in any one year: 

throughout ALL seasons. ii Lloyd I. Aldrich; Edgar T. Avery: 
QUALITY HEATING AT PRICES YOU : Albert G. Baerenklau; Fred N. Beck 
WILL HAVE TO SEE TO BELIEVE with; Dan Bierman; Alfred Buckley: 


— A , , aoe J. M. Carroll; Preston G. Crewe; Neil 
or urther information fi moan return the cou n . 
Chieie: A Dicer: nid Dike 
1209 WEST ALTA ROAD Sr.: Frank P. Harbin: ed T. Harnett: 
i (4 PEORIA, ILL. Howard W. Holcombe. 
Also. Lionel L. Jacobs; William F. 
FACTURING F CO. ’ B 
aaa — Klockau; J. A. Lattner; Hans Lieb- 


lich; W. A. Matheson, Sr.; John C. 


j Please send additional information regarding Mt, Hawley 600 Series. 


NAME COMPANY Middleton; I. M. Nelson; Milton A. 
j Powers; N. H. Richfield; Carl E. 
— Shields; Earl K. Smith; T. H. Smoot; 


city STATE : W. K. Stauffer; W. W. Stuart. 
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RCA MARK VI! Radio-Phone 
CRM-P3A-5 Citizens’ Radio a 
Manufacturer's Nationally Advertised Price $189.95 


Small business or large . . . there’s an RCA radio system designed to fit your needs. For 
reliable short range communication, there’s the sensational new RCA Mark VII Radio- 
Phone! This low priced, high quality 2-way radio gives you contact with the “‘man-in- 
the-truck”’ . . . saves precious minutes on the road and paves the way for lasting friendships 
with your customers. The Mark VII can be used at mobile or fixed points—for truck and 
office. Provides four crystal-controlled channels for transmit and receive; also manual 
receiver tuning for all 23 channels. No operator’s exam is necessary—all you need is 
the easily obtainable FCC Citizens’ Radio License. Units available for 6- or 12-volt 
battery operation. Also operates off house current. 


For information on the Mark VII Radio-Phone—and other quality RCA communications 
equipment—contact your RCA mobile radio specialist, or write RCA, Dept. H-252, 
Building 15-1, Camden, N. J. 


RCA 2-WAY RADIO 


nca’s rinst i 
NAME Is (; a RADIO CORPORATION of AMERICA 


“RADIO” = COMMUNICATIONS DIVISION CAMDEN, N. J. 
— Tmk(s) ® 


SYSTEMS FOR > Personalfone 


“LD” Transistorized : “Belt” Radio— Cartone Mobile Radio 
EVERY BUSINESS — Mobile Radio— Quolity Miniature 2-way 


—Performonce-proven 
communications radios that provide 


pam | in thousands of 
REQUIREMENT - equipment for greatest person-to-person commercial, 

a, signal coverage, communication | industrial ond 
Flexible Lease and Purchase finest performance, with personnel municipal 


Plans Available top dependability. on foot. opplicotions. 


RCA RADIO | 
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| 
A Contamination-Free Product 





No. 187 
Bottom Outlet 


No. 187-F 
Bottom opening 
type. 125 pound 


Top outlet type. 
125 pound. 


No. 387-F 
Top outlet type 
flanged. 125 pound 


OPW Line Strainers remove 
dirt, scale, rust and other solids 
from liquids flowing in any pipe 
line system. This positive screen- 
ing-out process protects and pro- 
longs life of pumps, meters, 
loading valves, and mechanical 
equipment. Pipe-snug fit of cage 
and screen, plus larger than pipe 
size screen area, assures free 
and complete flow of product 
through strainer. Screens can be 
quickly and easily removed for 
periodic check-ups, cleaning and 
replacement. 

Bulletin F-36R gives full details on sizes, 
styles, screen mesh, etc. Write today. 


CORPORATION 


2723 Colerain Avenue PHONE 
Cincinnati 25. Ohio Ki 1.5400 


API Fuel Oil Committee studies 
Research, Consumer Attitudes 


M' ETING AT The Homestead, Hot 
1 Springs, Va., April 19 and 20, 
the Fuel Oil Committee of the Mar- 
keting Div., API, explored eight gen- 
subjects of present interest in the 
hand 
ommittee members and as 
uests. These 


not‘ advertised as general in- 


ting industry. On were 


5 


Committee meet- 


satherings because the hope is 
pa working committee flavor 
rather than making them conventions, 

t guests have always been welcome 
vere invited by some mem 
» the meetings are open to the 

press 
Becker. 


the gathering with 


committee chairman, 
remarks 
state of the industry” and 
the group keep up the en- 
working attitude of former 
hair- 


ert Gray. program 


onducted the meetings, 
mmittee chairmen for 
' 


on discussion leaders for 


s of the planned pro 


Battelle Report 


1 progress report by 

klin, Battelle Memorial In 
olumbus, on the work there 
earch Subcommittee for 
industry on 
rked 
mething over a year, a listing of 

some 49 


inalysis of the 
the Institute staff has w 
has been 


research projects 


outlined to cover the next 8 years, 

rder of priorities indicated. A 
quite large sum is recommended to be 
invested each year, although the report 
as a whol 


is being closely held until 


after major oil 


companies have a 


chance to determine their individual 


in the they will 


desires matter, since 
supply all funds if approval is found 
Jim Livingston, Gulf Oil, who heads 
the technical advisory council to the 
told the 

strongly 


(See 


Research Subcommittee, 


that his members 


favored the 


group 
recommendations 
additional details on page 52.) 

Richard Wright, engineering vice- 
president of Iron Fireman Corp., and 


chairman, Tech. Comm. E, Section 


D-2, American Society for Testing 
Materials, described the work being 
done toward getting Commercial 
Standard CS 12-48 revised to more 
logically reflect the present quality of 
heating oils, to the benefit of design 
ers of more modern oilfired equip- 
ment 

J. L. Minner of Shell Oil Co., and 
chairman of the board of National 
Fueloil quite 
thorough paper on the Council's back- 


Council, submitted a 
ground and accomplishments of the 
present. Too long to reproduce here, 
complete copies can be had by writing 
National Fueloil Council, 424 Madi- 
son Ave., New York 17, N. Y. Ina 
separate brief paper on the possible 
merger of Nrc, OHI and the Research 
Committee, he noted that the OHI! 
Board on April 4 had approved a 
functional type of organization, such 
as had been previously approved last 
October by the other two entities. He 
urged that the coordinating commit- 
tees put on considerable speed to build 
the outline of the new structure so 
that no more time need be lost in get- 
ting the many necessary approvals be- 
fore a merger could be brought about 
He noted that the OHI chapters must 
individually vote favorably, and als 
the refiners must get legal approval 
all down the line and be willing to 
commit themselves to larger financial 
(The first meeting of the 
joint committee was held in New 


York, May 12th.) 


support. 


New Projects 


Wiley Butler, Coastal Oil Co., 
Newark, reported next as chairman 
of the New Projects Subcommittee. 
His outline offered six objectives for 
study and on several of them requests 
were made for the appointment of 
subcommittees, which were approved 
by the group. 

Butler’s first observation was that 
the fueloil industry has long been 
hampered or damaged because legisla- 
tors and ordinance makers enact laws 
or regulations without understanding 
facts from our industry's point of 
view. John Bivins, Director of the 
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DAYTON, OH!O—Storage for 1% million gallons of heating oil; metered loading racks; high-speed pumps; and modern filter. 


Sun’s new Rhode Island and Ohio facilities 
speed loadings of cleaner, drier heating oils 


Protected by modern filters, the 
latest in dryers and new tank traps 
. shipped from new refining 
units . . . delivered through high- 
speed pumps... Sunoco’s heating 
oils are moving faster and faster 
for more and more distributors. 


Choice distributorships for 
Sunoco’s quality-blended heating 
oils are open in many areas. Blue 
Sunoco gasoline distributorships 


are open in a few areas. Sun has 
one of the lowest dealer and dis- 
tributor turn-overs in the business. 
The reason: territorial assignments 
that assure profitable volume. 
There are other benefits, too. 


Get all the facts by writing today 
to: Fuel Oil Department FO-6, 
Sun O1L Company, 1608 Walnut 
Street, Phila. 3, Pa. All in- gx 
quiries will be confidential. 


MAKERS OF FAMOUS CUSTOM-BLENDED BLUE SUNOCO GASOLINES 


oe 





LENNOX 


Industries Inc. 


— Peveor 


R” DESIGN 
)WER WHEELS? 


because... 


Type “R” Blower Wheels 

are designed for heavy duty 
application required for effi- 
cient combustion air delivery 
in Lennox large industrial 
warm air furnaces. 


Reveor 


Blower Wheels and Fan Blades 
Deliver More Air... More 
Efficiently . . . Most Quietly! 


WRITE FOR FREE BROCHURE 
or send specifications to 


Reveor. '\\“: 


ENGINEERS ° MANUFAC TURERS 


Street 
| Edwards strs 
cotpentersville, Minois 





API Fueloil Committee 


on Public Affairs of API. 
has said that his group will help the 


mmiuttee 


fueloil industry in any way it can if 
a committee will be set up to study 
the best ways to implement such a 
program It was voted that a subcom- 
mittee for this purpose be created 

Next it was observed that consumer 
tank failures continue to be a cause of 
embarrassment and lost business. Deal- 
ers should be better educated on in- 
stallation, treatment and care of tanks 
The subcommittee on Education, 
headed by Norman Steenstra, Stand- 
ard Oil Co. of Ohio, has been asked 
to explore this problem for later re 
porting 

Third, a new subcommittee was 
requested to explore the opportunities 
in the direction of using some ma- 
terial other than steel for consumer 
tanks. Butler had talked with plastics 
manufacturers who felt that this ma 
terial might have merit for that pur- 
pose. It was voted to have such a sub 


committee 
Revised Specifications 


The fourth recommendation was 
that a subcommittee be appointed to 
work with Richard Wright's group in 
attempting to get revised specifications 
approved for heating oils, as previous- 
ly mentioned in this report. Inciden- 
tally, a very considerable discussion of 
this project and its needs and possible 
results was a feature article in the 
May issue of FUELoIL & Om Heart. 
The subcommittee was approved for 
appointment as asked 

The fifth recommendation was that 
a subcommittee be appointed to study 
the growth and promotional methods 
of electric heating, and make recom- 
mendations on what might be done to 
combat these. The subcommittee was 
OK'd 

The final recommendation asked for 
a non-technical subcommittee to ex 
plore the possibilities in development 
of the “oil powered house”; approved. 

Tom Scott, Buckley & Scott, Bos- 
ton, reported next as chairman of the 
Market Development Subcommittee. 
He told of a pilot plan for market de- 
velopment being undertaken on behalf 
of a new manufacturer entering our 
field, following a request from the 


manufacturer. He then introduced 


Charles Blood, Esso Standard Div., 
New York, who made an extra fine 
slide presentation of “Consumer At- 
titudes toward Oil Heat.” This was 
developed in the Esso marketing de- 
partment after combining the findings 
of six consumer interview surveys 
made by the National Fueloil Council 
with a similar number made by Esso 
analysts on the company’s behalf. 

Combined, these covered some eight 
thousand interviews over Eastern 
states from Maine to Virginia. The 
findings are confidential for obvious 
reasons, but portions will be published 
soon. 

Committee member Robert Gray 
then distributed a marketing map of 
the U. S. showing oil and gas heating 
by states, that had been prepared for 
the subcommittee by FuELom & Om 
Heat. (See pg. 73, May 1960 issue.) 

Myles F. Hall, Como Oil Co., Du- 
luth, Minn., told how emphasis on 
heating equipment and service from 
the start of his company in 1947 had 
been the largest factor in building 
gallonage in a modest sized city. 

The final speaker was James Lane, 
Standard Oil Co. of California, who 
told of the first experiment in sub- 
sidizing oilheating installations by oil 
Something under 1,000 
homes were helped to the extent of 
$100 in last fall's exploration. He 


companies. 


made clear that the companies con- 
sidered the subsidy to be necessary 
under the severe competition of the 
Northwest. (In a report of the Reno 
convention (page 47) you will see 
the outcome of a subsequent meeting 
of the Northwest Council which re- 
stored a subsidy plan for this year.) 


National Union Electric and 
Eureka Williams to merge 


DIRECTORS of National Union Electric 
Corp. and Eureka Williams Corp. 
have agreed to merge and National 
Union Electric’s stockholders are ex- 
peced to act on or about June 28. 

The agreement provides for the is 
suance of 15.77 shares of National 
Union common stock for each of the 
278,700 outstanding Eureka Williams 
shares. 


Under the plan, Eureka, pioneer 
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.. troubled 
with 


When unloading transports carrying gasoline or 

fuel oil, a condition often occurs which produces air 

or vapor in the liquid. This causes binding or clogging in an ordinary 
centrifugal pump. Up to this time the only answer to this 

problem has been a more costly self-priming pump. Now Ingersoll- 


Rand has solved this problem with the new “Vapor-Flo” Motor- 
pump. This is a centrifugal pump with a special patented impeller 
that cannot clog or bind. “Vapor-Flo” units cost less than self-priming 
pumps but are up to 20% more efficient. Get complete details 

from your nearest Ingersoll-Rand office or your Oil Equipment Jobber. 


of pump progress 


from the leading manufacturer . . . 


Ingersoll-Rand 


11 Broadway, New York 4, N. Y. 


OTHER I-R PUMPS FOR LIQUID FUEL SERVICE 
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GOOD FIRES THE FIRST TIME...EVERY TIME 
DELAVAN NOZZLES 


You needn't try two or three nozzles to get a good fire. Try 
a Delavan. Devalan nozzles give you cleaner, quieter ‘sure-fires’ 
time after time. Delavan nozzles have exclusive Bi-Metal 
Construction. All Delavan nozzles (up to 100 GPH) feature 
the new Sintered Filter for improved nozzle protection. 

The industry’s only all purpose nozzle, the Delavan type W, 
covers the .50 through 1.35 GPH range. The hollow cone, type 
\ nozzle is recommended especially for burners with hollow 
cone air patterns. And the type B Delavan nozzle provides 
smoother ignition on large burners 

Delavan is devoted exclusively to the design and production 
of nozzles. And each nozzle is individually tested. Another 
reason you can depend on Delavan. 


Vi Yactiung Co 
/ lany “La neg at atu 


Canadian Representative Ontor, Ltd 


12 Leswyn Road, P.O. Box 608, Station T, Toronto 10, Ontario, Canada 


vacuum cleaner makers, will retain its 
name as a division of National Union. 
The latter company makes Armstrong 
furnaces and central airconditioning 
equipment and markets Williams Oil 
©-Matic heating units 


National Fueloil Council 
prepares consumer Booklet 


“HOW TO have a smiling Home” is the 
title of a booklet full of information 
for consumers prepared by National 
Fueloil Council, New York. It will 
carry the oilheating story to people 
not ordinarily reached by usual pro 
motion channels. 

The publisher, who has distributed 
millions of home service booklets, 
plans to sell hundreds of thousands of 
copies through companies, factories 
and other establishments 

In addition, the 16 page booklet is 
available to people in the industry to 
circulate among employees, customers, 
and builders. 

In subject matter, the booklet covers 
basic heating facts. It has lists for heat- 
ing comfort and savings under the fol- 
lowing headings: For when you buy, 
build or remodel; for stepping up per- 
formance and saving dollars; what you 
leave to the experts; things you can do 
yourself; eight good heating habits; 
new things to know about; and help- 
ful hints if your heat goes off. 

The booklet costs $55 per thousand 
or $60 per thousand with imprint. 


7 END OF SPAVERING, 
DRUDGERY 
AND BACKBREAKING 


freedom f{ 
Automatic oi! heat 


home truly modern 


are the best he 
COMFORT “rosy me v's 
. automatic centra 
JA and its oil heating is 
Indeed, in most other “hard w 
countries central heating i 
ginning to come in, 3 
European countries are “going au 
tomatic” because of a surging pop 
ularity of oitheat abroad — The Iron 
Curtain countries still lag 





@ Take premium ingredients . . . 65 years of manufacturing 
experience . . . astute design and heavy construction . . . extra- 
efficient manufacturing. 


Apply to a complete line of volume-produced furnaces and 
air conditioners. 


You get premium qualities, with reduced manufacturing costs. 


You get Moncrief, the heavily constructed furnaces and air 
conditioners that are competitive in price, all along the com- 
plete line . . . every unit in every size. 


Interior View of 
Upfiow Unit 


GAS FIRED 


Assembled and Wired 
Winter Air Condi- 
tioners . . . Upfiow, 
Counterfiow and 
Horizontal . . . Heavy 
Gauge Heat Exchang- 
er and Cabinet. 


interior View of 
Upfiow Unit 


OIL FIRED 


Assembled and Wired 
Winter Air Condi- 
tioners . . . Upfiow 
and Counterflow 
Heavy Gauge Round 
Heat Exchanger with 
Refractory Firebox. 


HERE’S WHAT 


onsistently [ Fompet 


MEANS TO YOU 


Interior of Unit 
with Gas Burner 


GAS OR OIL 


Basement Type Winter Air Conditioners .. . 
Burn either Gas or Oi! with Equal Efficiency 
. . » Heavy Gauge Heat Exchanger. 


With Moncrief, you make those important extra dollars from 
replacement or custom-installed jobs. 


With Moncrief, you can bid premium units against cheaply 
constructed units to your project-builder customers. 


With Moncrief, you can depend on the price always to be 
competitive in relation to the excellent qualities available. 

With Moncrief, you need not buy large quantities to enjoy 
a price advantage. Your Moncrief Wholesaler carries your 
unneeded stock. 


Call your Moncrief Wholesaler, now. 


Interior of Unit with Exposed Burner 


OIL FIRED 


Assembled and Wired Basement Type Winter 
Air Conditioners . . . Heavy Gauge Round 
Heat Exchanger with Refractory Firebox. 


MONCRIEF 


THE HENRY FURNACE COMPANY - MEDINA, OHIO 


HEATING AND AIR CONDITIONING UNITS 


co | | 


era e 
Furnaces 
4 Oil Sizes 
4 Gas Sizes 











FOR 
FASTER 
FILLING 


(PHILLY ALL-WEATHER CAP 
Fool-proof, ice-free, non- 
rusting. water-tight. 


ADJUST-O-SWIVEL 
‘J Leok-proof swiveling 

for hose or Philly nippie. 

Repairable, self adjusting. 
PHILLY FILLING NIPPLE -” 
"“O"-ring seal. 
One turn connects 
with Insert of Adaptor. 

a 





-_ 
PHILLY MALE INSERT 
Threads into Fill-Box 
Com-locks with 
Philly filling nipple. 


~ 
MIRACLE 45° ADAPTOR 
Female No projections, Built- 
in Insert, Perfect for close-to- 
woll fill. 





PHILLY > 
DEEP-FILL 

For buried tanks. 
Whistle signals 
anywhere . 

No measuring, 
No odjustments, 
No spitting. 


a 
STRAIGHT ADAPTOR All aluminum. 


Female, For fill pipes at ground 
level or above. Built-in Insert. 


PHILLY 


VIN AUT HY A 


Fuel Oil Delivery System 


PHILLY RAPID-TITE DIVISION 
PLASTIC AND APPLIANCE CO., INC. 
5311 WESTMINSTER AVE. PHILA. 31, PA. 


MAIL TODAY 

















ICKAGE — 





Out Study reveals Profile 
of Dist. Division Members 


rTABULATION has been completed of 
the first of three surveys made among 
the members of the Distribution Di- 
vision, Oil-Heat Institute of America 
The profile of an average Distribution 
Division member emerges from these 
returns: 
69% sell oilheating equipment; 
66% install oilheating equipment; 
76% service oilheating equipment; 
86% sell distillate heating oil; 


OF 


sell residual oil; 


24% handle gas equipment; 


24% do sheet metal work; 

9% do plumbing work 

An explanatory note on the group 
handling gas equipment reveals that 
many of the dealers stock and display 
this equipment defensively. For one 
reason they can be in the position to 
offer gas equipment if the customer 
insists, while at the same time they 
can sell the advantages of oilheating 

Here are other aspects of the aver: 
age Distribution Division member. 

Size of installation departments: 
63% of the dealers who install equip- 
ment maintain crews of 2 to 4 men; 
20% have 1 man; 12% use 5 to 10 
men and 5% use 10 or more men. 

Size of service departments: 30% 
of those dealers who service equip- 


ment do so with 1 man; 53¢ 


© employ 
2 to 4 men; 14% use 5 to 10 men 
and 3%, more than 10 men 

Size of sales departments: 50% 
of the dealers selling equipment have 
a one man sales force; 34% have 2 or 
3 salesmen; 16% use 4 to more than 
10 and 17% of these dealers employ 


a full-time sales manager 


How do they buy equipment? On 
a national average 59% of these deal- 
ers buy from distributors or whole- 
salers and 41% buy direct from manu- 
facturers. 

What types of heating systems are 
sold? Nationally the dealers selling 
equipment install hot water or steam 
heating in 48% of their jobs and 
warm air units in 52% of their in- 
stallations. 

Annual fueloil gallonage: 30% of 
the dealers selling heating oil deliver 
from 250,000 to 1 million gals. an- 
nually; 4.5% are under 250,000 gals.; 
26% sell from 1 to 2 million gals.; 
27% from 2 to 5 million gals.; 11% 
from 5 to 20 millions; 1.5% more 
than 20 million gals. each year. 

Bulk storage: Nationally 70% of 
the dealers selling heating oil main- 
tain their own bulk storage facilities 
Sectionally, 70% of the dealers in 
New England do so; 64% of the Mid- 
dle Atlantic members and 81% in the 
Midwest area. 

Size of bulk storage: Approximate- 
ly 19% of the members with bulk 
plants report capacities from Y2 to 2 
million gals.; 3% from 2 to 10 mil- 
lion and 1% have more than 10 mil- 
lion gals. storage capacity. 

Size of fueloil truck fleets: 50% 
of the dealers operate from 3 to 6 
fueloil trucks; 25% have 1 or 2 trucks; 
9% have 7 or 8 trucks; 6% maintain 
9 or 10 trucks; 3% run 11 or 12 
trucks and 7% operate 13 or more 
trucks. 

Two other surveys follow this one, 
the Distribution Division has an- 
nounced, concerning competitive 
phases of the business. Information on 
the results will be released later. 


More than 60 representatives of Silver Shield Indoor Comfort Bureau attended 

a recent conference sponsored by the National Warm Air Heating and Air Condi- 

tioning Association in Cleveland. Glen W. Rynbrand (standing, center back- 

ground) was chairman of the conference. The program included discussions on 
bureau procedures, policies and practices. 
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4IS IS HESS FUEL OIL! 


PLATINUMIZED WHITE-HEAT—THE NEW HESS HOME HEATING OIL! 
Clear! Clean! Platinumized-pure! With less sul- 
phur 


less carbon...and absolutely no 
additives to clog filters, nozzles and oil lines. 
Quality-controlled to burn better... burn 
cleaner. Uncracked, straight-run WHITE-HEAT 





means more satisfied customers, less service 
calls, more profits for you! So get the full story 
from your Hess representative. Service benefits 
that are unique in the industry. And now—from 
the Hess refinery — product superiority with .. . 


NEW PLATINUMIZED WHITE-HEAT—THE BRAND TO BUILD YOUR NAME ON! 
Hess, Inc. State St., Perth Amboy, N. J. + phone VAlley 6-1000 


TERMINALS: PERTH AMBOY, N. J.* © WOODBRIDGE, N. J.* + EDGEWATER, WN. J. + PORT READING, N. J.* + PENNSAUKEN, N. J.* + NEW HAVEN, 
CONN. « ALSEN, N. Y. « RENSSELAER, N. Y.* + ROCHESTER, N. Y. * SCRANTON, PA* + BALTIMORE, MD.* . HESS FUEL OILS, INC: JACKSONVILLE, 


FLA. + PORT EVERGLADES, FLA. + HESS TERMINAL CORP.: HOUSTON, TEX. + NEW ORLEANS. LA 


*WHITE-HEAT Terminets 





QUALITY is our business 
.. Without any — 


AND ONLY 
€ GIVES YOU ALL THREE— 


1. FLEXIBLE COUPLINGS 





Regular Set Screw 
Splined 
Jaw 


Only Guardian gives you these features— 


@ ROLL SPINNING—Exclusive process joins all 
three components at one time—while in final op- 
erating alignment 

@ BRAIDED RUBBER—Ground to absolute true con- 
centric. ty. Furnished in BUNA-N TUBE and NEO- 
PRENE COVER Lateral and angular alignment 
requirements fully met. 


ONE-PIECE DESIGN—Minimizes 


assembly and 
handling costs 


Made to exact lengths required 


Over 5,000,000 Guardian couplings cre on 
criginal equipment. This is your assurance of 
— quality and universal acceptance in the 

id. 


y I 


OIL TANK VALVES 


No. 1910 B Pe 
Check These Superior 
Guardian Features— 
@ Metai-to-metal seating 


Highest quality machined bar 
stoc 


@ Greater wall and body strength 
@ Fusible linkage available in ali designs 
@ Vaive designs for every type of installation 


3. QUIK JOINT 


Steel 
fittings 


compression 
for con- 
necting steel pipe. 


Patent No. 
2,685,460 


@ Eliminates threading of pipe. 

@ Decreases cathodic corrosion and electrolysis. 
@ Gueranteed for pressure up to 2000 P.S.!. 

@ Allows 7° angular deflection. 

@ U.L. approved tor oll and gas. 


PRODUCTS CORP. 


COUPLING DIVISION 


Dept. F-60 1215 East Second Street 
MICHIGAN CITY, INDIANA 


30 


allow 


Amendment to Law would 
Fueloil office Billing 


\T ITS MEETING last June the National 


Conference on Weights and Measures 


ime nded 


its Model State Law on 


Weights and Measures to require that 


since 
Ing the 


American 


( 


signed delivery ticket be left by the 


t the time of each fueloil de- 


There has been much work done 


includ- 
the 


by industry committees, 
Fuel Oil 


Petroleum 


Committee of 
Institute and 
committee on Weights and Measures 
thin Oil-Heat Institute of America 
result of the 


this is following 


ift of a proposed amendment, which 


ould cl 


Jung 


ange the model law adopted 


1959 by the Conference 
Th draft. 


‘onference ofhcials. 


which originated with 


would permit a 
iler the option of 


tik ket 


‘period 


rendering a de 


or a written statement 


mutually agreed 


between the vendor and the 


cl 


Proposed Amendment to 
Model State Law on Weights 


and Measures 


greater 

the case f sale by 

10 0 lbs the case of 

sht, there shall be rendered to 
haser either 


ure ofr 


(a) at the time of delivery 


(b) within a period mutually 
ipon between the 
delivery 
on 


agreed 
vendor and the pur- 
ticket or a written 
statement which, in ink, or other 
indelible substance, there shall be clear- 


ly and legibly stated 


haser 4 


1) the name 


and address of the vendor, 


> 


é the 
chaser, 


name and address of the 


pur- 
the unit price (that is the 
per lb., as the 
fuel delivered 


n the case of sale by liquid meas- 
ure, the liquid volume of the deliv- 
ery together with any meter read- 
ngs from which such liquid volume 
has been computed, expressed in 
the gallonage and its 
ary or decimal subdivisions, and 


the 
together 
readings 
net weight has 
computed, expressed in terms 
or lbs. avoirdupois.” 


price per 
gallon or may 


be) of the 


case 


terms of 


the case of sale by weight, 
et weight of the delivery 
vith any weighing 
which such 


scale 
from 
peen 


t tons 


) 
FILTER AREA 
CONSTANT POWER 
er. 
CONTAINER CAPACITY 


WITH 


SOOTMASIZER 


MODEL 581 


The engineering principles incorporated in 
the SOOTMASTER Model 581 feature a 
larger filter area designed for lasting suc- 
tion and maximum filtration. These, com- 
bined with Mastercraft disposable paper 
filter bags, provide a double filter action 
that prevents soot leakage, eliminates cost- 
ly dust bag failures and insures longer 
motor life. New power cooling diffused 
exhaust design eliminates annoying exhaust 
blast and quietly distributes escaping air in 
all directions without disturbing the dust 
accumulation found on boiler room walls 
and rafters. 

Lightweight and three convenient carrying 
handles make this machine easy to carry and 
easier to empty with the aid of the Throw- 
away Bag. The cannister is protected by a 
new dollie assembly that not only acts as 
a mount for four swivel casters but also is 
encased in a rubber bumper that protects 
walls and objects from being marred. — 


LITERATURE ON REQUEST 


wid 


Snastercra 


INDUSTRIES inc 


109 LANZA AVE., GARFIELD, N. 5. 


IMPERIAL REFRACTORIES AND EQUIPMENT LTD 
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Only Scovill has hose couplings 
that meet all 8 vital standards 


* ti ] 
amma {it 
Ole Hii |e i 


> 


How do your present fuel oil and gas pump couplings meet these vital 
standards? Read how Scovill couplings perform before you re-order . . . 


| Are they economical? Are they trouble-free? Scovill couplings provide long, trouble-free 
operation. Some of their outstanding features . . . positive, permanent anchorage . . . high 
strength, cold drawn copper alloy ferrules with straight sides that parallel the body... 
rounded edges that will not snag on curbstones or shrubbery . . . and retaining grooves in 
female sections that prevent washer loss when coupling is disconnected. 2 Are they available 
for immediate delivery? Scovill sales offices and warehouses are strategically located—and 
extensive in number! They carry a full line of couplings—from %” to 3” in fuel oil couplings. . . 
and all standard sizes in gas pump couplings. Your order is processed and shipped without 
delay! 3 Is expert service and advice immediately available? The Scovill sales and service 
force is the largest —and finest —in the industry today. The services of these experts are yours 
to call upon whenever and wherever you wish. For information, write: Scovill Manufacturing Co., 


Industrial Coupling Div., Waterbury 20, Conn. 4 
Hose couplings by SCOVILL 


MAIN OFFICE: 99 MILL STREET, WATERBURY, CONN. « CLEVELAND: 4635 W. 160TH ST. « GREENSBORO: 1108 EAST WENDOVER AVENUE + HOUSTON: 2323 UNIVERSITY BLVD. 
SAN FRANCISCO: 434 BRANNAN STREET + TORONTO: 334 KING STREET, EAST 
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Bell & Hurd oil-fired Head 


converts gas clothes Dryers 


ANOTHER new use for oil is the de- 
velopment of a dryer head which per 
mits conversion of gas clothes dryers 
to oil. This unit has been developed 
and is being marketed by Bell & Hurd 
Inc., Miami. Fla 
The oil flame is completely enclosed 


Manufacturing Co., 


in a dual metal structure for safety 
making it safer than any open fired 
unit. It has a four pass flue design and 
reuses rather than discharges the warm 
air, 

In the State of Florida, the new 
equipment is being distributed solely 
through members of the Better Home 
Heat Council, Outside Florida, it will 
be distributed on an exclusive, state 
by-state franchise basis. 

“We are negotiating with dryer 
equipment manufacturers to produc« 
the units in their own factories on a 
royalty basis, so that oil-fired dryers 
may be ordered froin the factory,” 
said Al Bell, company president 


M-H long range Forecasts 


predict hot, humid Summer 


THE LISTENING public has been told 
by 200 NBC stations that the coming 
summer will have extremely hot and 


Minneapolis-Honey 


humid periods 


New 


pages of listings. 


This information, not only simplifies installation and mainte- 
nance operations, but also serves as an ‘excellent aid’’ to the 
serviceman in selecting the best type of nozzle to use for maxi- 
mum efficiency . . . for both new or existing installations. 


AVAILABLE FROM YOUR LOCAL HEATING EQUIPMENT JOBBER \ 
OR ORDER DIRECT ENCLOSING YOUR CHECK TO— ™~ - 


GR we. STEINEN MFG. CO. 


STEINEN 


NOZZLE GUIDE 
1960 EDITION 


An INVALUABLE AID for the Serviceman! 


Listing Oil Burner Manufacturers’ specifications on nozzle firing 
rate, spray angle and spray pattern — for each of the many 
models made by more than 170 manufacturers 


43 Bruen St. + Newark 5, New Jersey 


We ll Regulator Co : 
ponsored the long-range forecasts. 
To make the forecasts, Honeywell 


Minneapolis, 


has retained the services of Irving P 
Krick Associates, Inc., private weather 


forecasting organization. Scripts en- 


couraged homeowners to make plans 


immediately to beat the heat by in 
stalling central airconditioning 


In general, the Krick service pre- 


dicts numerous heat waves for the 
eastern part of the United States and 


a real hot one” throughout the west 

July is expected to be much hotter 
throughout the country’s midsection 
than it was in 1959, 

From August 21 to September 25, 
winter forecasts will be broadcast on 
Honeywell's “Weather Watch” along 
with suggestions to homeowners to 
have their heating systems checked 

] 


ind modernized before winter 


Viking Air Products sold 
to the Lau Blower Co. 


VIKING AIR Division of 
Crane Co., has been sold to the Lau 
Blower Co., Dayton, Ohio 

Located in Cleveland, Viking makes 


blowers and humidifiers for warm air 


PRODUCTS, 


furnaces, plus a line of blower re- 
placement parts and components for 
ur moving equipment 

Viking started in 1935 as the Vik 


ing Air Conditioning Corp. and was 
acquired by Crane in February 1960 
as part of the National-U. S. Radia 
tor Corp. 


Standard Oil, N. J., realigns 
Executives: Holman retires 


MONROE JACKSON RATHBONE, presi 
dent, Standard Oil Co. (New Jersey), 
has been named chief executive officer 
and chairman of the executive com- 
mittee. He retains the presidency and 
succeeds as chief executive officer Eu- 
gene Holman, board chairman, who is 
retiring. 

Succeeding Holman as chairman of 
the board of directors is Leo D 
Welch, an executive vice president, 
who joined Jersey as treasurer in 1944 
after a 25-year career in foreign bank- 
ing. He will be vice chairman of the 
executive committee. M. A. Wright. 
a director since 1958, was elected an 
executive vice president and a mem 
ber of the executive committee. 

Holman began his petroleum career 
as a geologist in 1919, After rising 
through the ranks to a number of ex 
ecutive posts in affliated companies, 
he was named a Jersey director in 
1940. Two years later he was elected 
a vice president and in 1944 was made 
president. He became board chairman 
in 1954 
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S ; UMIT-FAN | 
CONTROL 


SERIES 530 combination fan and limit 


control is available with or without man- 


val switch for continuous fan operation. 














SINGLE ELEMENT, COMBINATION 
FAN & LIMIT CONTROL 


Here it is! It’s all new... yet, each component part is proved by 
years and years of dependabie accurate performance in the field! 

Look at its compact, space-saving size and shape...see its easy- 
to-install single element which is solid charged for utmost accuracy 
and reliability in responding to temperature changes. Now, look 
at the inside... notice its two separate sealed contact units, one for 
the fan and the other for the safety limit. Large, accessible terminals 
assure easier wiring. Note the large, easy-to-read numerals on the 
limit and fan scales ...indicators provide simple, finger-tip adjust- 
ment for any desired fan operation or limit setting. 

Learn more about this new control...ask your wholesaler or 
write to the Penn factory! 


PEMM COMTROLS, VC. se, ncn 


EXPORT DIVISION: 27 E. 38th ST., NEW YORK, N.Y. 


AUTOMATIC CONTROLS FOR HEATING, REFRIGERATION, AIR CONDITIONING, APPLIANCES, PUMPS, AIR COMPRESSORS, ENGINES 






























































































































































of everything you need 
with this meter 


MORE installation ease 


This T-70 truck meter is easy to install. 
You have the option of three inlets and two 
outlet connections. You can even make a 
right or a left hand setting without using any 
adaptors. These meters ease themselves into 
any truck compartment, either as new in- 
stallations or as replacements. 


MORE accessibility 


To gain access to the meter rotor, strainer 
or air eliminator, it is only necessary to 
loosen a few cap screws. These elements can 
then be removed through full size areaways 
for routine cleaning or examination. The 
Rockwell ‘“T-70” is also easy to calibrate— 
only a screwdriver is required. 


MORE operating convenience 


For automatic shut-off, a new smooth 
closing system is provided. The operator just 
presets the quantity to be delivered, then 
touches a lever and the meter counts down 
and shuts itself off in easy stages as the zero 
point is reached. 


MORE accuracy 


This meter measures by the time-proven 
Rotocycle principle, with improved crank- 
controlled rotor. This is a durably accurate 
construction in which all parts revolve 
smoothly. 

For full details write for bulletin OG-410., 
Rockwell Manufacturing Company, Pitts- 
burgh 8, Pa. In Canada: Rockwell Manufac- 
turing Co. of Canada, Ltd., Guelph, Ontario. 


ROGKWELL® 





TANK TRUCK METER 


(RATE OF FLOW 14-70 GPM) 





% 


tarot. BIG. 2 
for REPLACEMENT USE * TRADE- -IN- 


<a 
@ Replaces any brand stack switch _, DEAL ‘nee 


: Pee, + > 
@ Uses any 2-wire or 3-wire thermostat or = j 
e a eo a) 


~N tal 


@ Factory fresh... not a rebuilt 


...and available 
only on TRADE-IN 


(at these low, low prices) 


Constant Ignition 
_(No. 611-31) 


Intermittent Ignition s] 8 A 
(No. 610-32) 
34 ‘ These are suggested 


dealer trade-in prices. 


Don’t wait. Trade in your worn-out, obsolete oil primaries now. 
Regardless of brand, model or condition, they’re worth big money. 
Trade ’em in at your wholesaler for these new W-R controls. . . 

you can’t get better even at regular prices. 

Stock up now! These versatile controls will handle all your replacements 
easier, faster, and at bigger profits to you. 


See Your Wholesaler Today! 


WHITE-RODGERS 


St. Louis 6, Missouri Toronto 8, Canada Basel, Switzerland 
1209 Cass Avenue 611 Gerrard St. East Minchensteinerstrasse 2 





Prices subject to change without notice. 
June 
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The Training Center was named for 
Commodore “William Bainbridge, 
commander of the famous frigate 
CONSTITUTION, immortalized in 
the poem “Old lronsides.”' 





Hev-E-Oil burner — 


For a career with 
a future see your 
Novy recruiter 


U.S. NAVY 
estimates savings 


annually with 194 
Industrial Combustion 


HEV-E-OIL Burners 


THE U.S. NAVAL TRAINING CENTER, Bainbridge, 
Md., trains 50,000 men and graduates 6,000 men 
a year in advanced technical skills needed for 
defense. The men are kept comfortably warm by 
194 Hev-E-Oil burners, famous for outstanding 
efficiency, fuel economy and precision construc- 
tion. The Hev-E-Oil burner uses low-cost No. 4 
or No. 5 oils —rich in heat energy, but lower 
in cost than lighter No, 2 oil. No. 6 or Bunker 
C in larger models. Estimated savings to the 
Navy amount to $641,000 annually. 

In hundreds of other fistallations all over the 
worté, efficient Hev-E-Oil burners are cutting fuel 
costs ., . achieving savings that amount to thou- 
sands’of dollars annually for schools, office build- 
ings, hospitals, apartments and stores. 

You, too, will like the quality construction and 
sound basic design of the Hev-E-Oil burner. It 
offers full flame modulation, automatic pressure 
lubrication, low fire start with no puff backs, and 
accurately metered oil and air for the best in 
economical performance. Little wonder the Hev- 
E-Oil burner has proved itself a leader in per- 
formance and in sales. 

If you own, specify, install or service burners, 
get all the facts about the burner designed to 
save you money. Write for illustrated bulletin 
now. Industrial Combustion, Inc., 4507 N. Oak- 
land Ave., Milwaukee 11, Wisconsin. Dept. FO-60 

*Officia! U.S. avy Records 
Sold by Wymbs Inc. 
Hev-E-Oil Burner Distributors, New ork City 


10 ines 1 0 150 gph — INDUSTRIAL COMBUSTION 





heating boilers 





INC. 


EXECUTIVE OFFICE: 4507 N. OAKLAND AVE., MILWAUKEE 11, WISCONSIN 


Shay 


7-14-60 


37 





Wi LLIAMSON 


HEATING AND COOLING 


.... works “Magic” for your sales! 


Scal-Jite™ DUCT, PIPE & FITTINGS 


oh 
““f 








Acjustebie Eibow 
: ah 
Tan Take-f)t 


Space Console Unit 





THE INDUSTRY’S MOST 
COMPLETE LINE and 
THE INDUSTRY’S MOST 
UNIQUE SYMBOL 
will help you make more 


heating and cooling sales 


WARM AIR FURNACES ... to 
fit any price range for the home owner 
or the builder. 


_. AIR CONDITIONING UNITS... 
to fit practically any residential or 
> light commercial need. 


Seal-TiteDUCT, PIPE AND FIT- 
4 TINGS. ... to assure complete “magic 
» comfort” with “Magic Brain’’ equip- 
ment! 


NATIONALLY ADVERTISED to 
, home owners and builders. Complete 
> assortment of free literature, bro- 
> chures, sales aids and tested selling 
plans. 


"Sine a-e Ss “Home 
ONDITIONING L 


Copyright 1959, The Williamson Co. * T.M. Pat. Pend. 





THE WILLIAMSON COMPANY 

3312-R-6 Madison Road * Cincinnati 9, Ohio 
Gentlemen: 

Rush me information on your “MAGIC BRAIN” line of: 


Heating Equipment Cooling Equipment 
—__—“Seal-Tite” Duct, Pipe & Fittings 


Name Title 





Firm 





Address, 





City Zone. 
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MULTIPLE 
rae} Ti tc 


fi \ THRUSH 
4 aa ZONE 


= VALVE 

CLOSES 
= . - TIGHTLY 
” 


wom te aia U yi, SE. 
atl : 


& 


One THRUSH CIRCULATOR 
now serves many zones... 


Wir ONE Thrush Water Circulator and a Thrush Zone Valve for each zone, multi- 


ple zoning becomes easier to accomplish and at lower cost than ever before. 


The sturdy and dependable Thrush Circu- 





THRUSH lator provides plenty of power for positive cir- 
“ee n culation to every zone. The Thrush Zone Valve 
closes tightly so there is no wasteful circulation 
acicr oe i-  g " when heat is not needed and uncomfortable 
overheating is prevented. See your wholesaler 


for more information or write Department C.-6. 











Simple Zone System Diagram Quality Hydronic Heating Specialties 
The new Thrush Zone Val th d iginal 
ort mpndare sony Nowe phew n.a. THRUSH «2 company 
piping, low voltage wiring and less labor. PERU. INDIANA 
, 


40 





CALL BACK? 


...not to see the boiler! 


When you install 


an H. B. Smith-Pac Fourteen you 


make friends—and money! 


You make friends because the H. B. Smith- 
Pae Fourteen is the most efficient hot 
water boiler in its class. Here is automatic 
heating and tankless hot water at its best! 
Its quality is outstanding — not only in pre- 
cision castings and expert assembly, but 
in the all-important operating and control 
equipment. The oil burner is quiet-run- 
ning, trouble-free. The controls are uni- 
versally accepted. The Circulator is the 
advanced Perfecta—a_ precision-built 
pump, super-quiet, self-lubricating. The 
cylindrical combustion chamber is of stain- 
less steel; the tankless heater has the 
highest rating for three- and four-section 
package boilers, respectively. 


"eS milh-Pac Fourteen 


THE COMPLETE CAST IRON BOILER-BURNER UNIT 


THE HM. B. 
WESTFIELD, 


SMITH CO., 
MASSACHUSETTS °* 


eloil 


You make money because the boiler 
(when installed correctly) will operate 
without wet-nursing! You save on call- 
backs. And the owner benefits — such as 
greatest economy with heating efficiency 
and more tankless fresh, hot water — these 
mean satisfied customers — more referrals 
— new jobs for you. 


rr 


Money and friends! . . . Ask your whole- 
saler or write the Company in Westfield, 
Massachusetts — or in Boston, New York 
or Philadelphia —for the facts bulletin 
and the sales promotion plan we have to 
help you get both! 





INC., 
Since 1853 
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COOLING UNITS 


... NOW IN 


FOREMOST 
DEMAND! 


Toast of the 1960 Cooling Season — 
the complete line of 2, 3, 4 and 5 Ton 
Luxaire Air Cooled Condensing 
Units and matching Cooling Coils! 
Whatever type of installation — 
Versatile - Upflow, Horizontal, Counterflow or 
Counterflow : 2 Blower-Coil Unit — with 
Cooling Cols ; Luxaire you have the right unit, 
at the right price, and with the 
right qualities to close the business! 


The rugged, uncomplicated Luxaire 
Condensing Units provide top 
discharge and 16 gauge cabinets 
which are weather-protected with a 
heavy zinc coating. In the new 2 and 
4 Ton sizes, air noise and nuisance 
are minimized by means of an 
internally housed propeller fan. 


For companion heating, Luxaire 
Furnaces compliment Luxaire cooling 
in every respect. In most sizes only 

the substitution of a larger blower 
motor equips the standard furnace 
blower for cooling — another Luxaire 
saving, in addition to the industry’s 
most respected, competitive prices! 
No wonder the demand for Luxaire 
Cooling and Heating-Cooling 
Combinations is making history! 
If you want to out-sell your 
competition, see your 
Luxaire jobber, today! 





Counterflow 
Bh 7 theo Gas and Oil ; Basement Gas 7 Combination 
lig > a Furnaces — Mi ony : and Oil Year ‘Round 
Cooling Coil Counterflow — Furnaces — Units — Gas or 
Cooling Coil ‘ J | Plenum Oil Fired — Air 
Horizontal Gas and Oil Furnaces Cooling Coil or Water Cooled 
— Duct Cooling Coil 


_———— 


OLSEN MANUFACTURING COMPANY ee etyvaria, onto 
a 


HEATING & AIR CONDITIONING UNITS 
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Gult-designed 


two 


by John W. Schulz 


rRIP THROUGH the Heating Oil 
Laboratory operated by the Gulf 
Corporation is like a trip through 
outer space—the outer space in which 
are located the advanced ideas of fuel- 
oil combustion and everything related 
to it 
Just as outer-space specialists have 
in recent years achieved that which 
seemed impossible ten years ago, Gulf 
oilburner scientists have succeeded in 
producing burner performance which 
only ten years ago would have seemed 
out-of-this world . downright im- 
possible, even if greatly desirable. 
Gulf oilburner engineers display in 
their laboratory, for example, a gas 
mantle glowing precisely as though 
it were using gas, but actually using 
No. 2 fueloil. There’s no trick to the 
Vas mantle : 


Firing 


gas mantle is an incredibly low 0.05 


it’s the kind sold in stores. 
rate’ for the oilfiring of this 
gph. This performance is possible be- 
cause a new and unique air-aspirating 
nozzle, developed and put to many 
different uses by Gulf oil-heat engi- 
neers, sends into the mantle a mixture 
of air and atomized No. 2 fueloil. 
The Gulf engineers go on to other 
laboratory displays in which other 
amazing forms of fueloil combustion 
are demonstrated 
here's what they call the “flame 


f perforated stainless steel, 


Oilburner 
contains 
new Ideas 


eter, and is fired at the rate of 0.15 
gph. 

They show larger, straight flame- 
tubes for up to 0.5 gph each. Three 
of these make a side-by-side oilburner 
arrangement for firing rates up to 1.5 
gph, 

Then there are curved flame-tubes 
of greatly different shapes. Some are 
approximately circular. A particularly 
interesting flame-tube has the shape 
of the number “6.” 

Working in their laboratory, the 
Gulf oilburner engineers have devel- 


oped oilburners featuring flameless 
combustion, and they have these in 
operation in the laboratory, glowing 
silently and emitting vast amounts of 
heat in a manner immaculately clean 
One Gulf-developed burner of this 
type, in the lab, uses a high-tempera 
ture tubular preheater and a ceramic 
catalyst to achieve flameless, surface- 
type combustion. 

Air pressure sends atomized fuel- 
oil into and through the preheater 
tubes; high interior temperatures in- 
sure thorough vaporization of the 
fueloil. An oil 


mixed with air is the 


thor ysughly 
This 


vapor is sent through the ceramic 


vapor 


result. 


catalytic material, which is porous 


The combustion zone is the outer 
surface of the catalyst. 

Flameless, catalytic-type combustion 
occurs in another burner model devel- 
oped by Gulf. This uses the Gulf air 
aspirating nozzle and catalytic ma- 
terial in a circular-shape, double-shell 
oilburner. The firing rate can be 0.05 
to 0.1 gph. 

As an oddity, perhaps, the scien- 
tists in the Gulf lab display “a burn- 
er with no moving parts” . but of 
the atomizing-nozzle type! Here again, 


the Gulf aspirating nozzle plays a 


This corner of the Gulf laboratory is reserved for gas-designed equipment, which 

has been easily and quickly converted to oilfiring through installation of the 

Gulf “simplified” oilburner. Starting at the left, there's a forced-air furnace, a 

hot-water house-heating boiler (complete with circulator), an incinerator of 

domestic size, and a water heater .. . four pieces of equipment originally designed 
exclusively to be fired by gas, but now fired by oil! 


| especially to work in con- 
n with their air-aspirating noz 
me small form, this tube is 


hes long and of 1% inch diam- 





FLAME HOLDER 


NOZZLE 





HEAD -ON 
SIDE VIEW VIEW 


One form of the Gulf “simplified” oilburner. Labelled here 
the “flame holder,” the perforated stainless-steel cone 
(shown cut-away here to show where the flame starts) is 
termed the “flame tube” in the text of this article. This 
model "flame holder" is 5'/2" long, is of 3'/e" diameter at 
the nozzle end, and of 4's" diameter at its larger end. At 
the Gulf laboratory, the equipment in this drawing is op- 
erated in the vertical (flame going upwards) position, as 
well as in the horizontal position shown here. 
in actual operation here, firing a water heater, is the 
burner shown in the drawing. Here it fires vertically. As 
they are excellently suited for firing rates of 0.10 to 0.5 


part, but in this burner model it’s ims to have the 
not an 


largest and 
air-aspirating 


nozzle, it’s a 10st complete research facility of its 
steam-aspirating nozzle. All it need cind it Harmarville, Pa 


to produce an oil flame of the atom : hort 


, which 
distance from Pittsburgh 
izing type is steam, which is provided Gulf’s research efforts have been 
by a little boiler, electric and given lev 
110-volt 


the little burner set-up 


ted mainly to improving the qual 


current, which is part of ity and performance of now-used 
It's demon petroleum products, and searching for 
strated in the laboratory firing 0.3 new 
gph ‘ . using No. 2 oil, as do all the 


burners which have been described ter 


products and new uses 
A trip to the Gulf Research Cen 


Harmarville, can be exceedingly 


Then, in the lab, there’s the brand impressive, even to a man who has 


new Gulf development, the constant visited many facilities set up for 


flow atomizing nozzle for pressure (or research, testing, and development 


high-pressure) oilburners of usual, 


orthodox design. There'll be more on 


work. The very exterior size of the 
grounds and buildings reflects the fact 
this nozzle later in this write-up on that here 
the Gulf oil-heat laboratory. First at work 
though, here are some facts about the Here, the 
laboratory. 


1,800 Gulf employees are 


Heating Oil Laboratory 

was established in 1946 with the clear 
pointed and 
out that Gulf always has been a lead Gulf had no intention of going into 
er in petroleum research, and that th 


A recent magazine artick 


innounced understanding that 


business of manufacturing oil 



























































Gulf air-aspirating nozzle, a schematic cross-section. Gulf scientists explain that 

the basic concept, which includes the use of this nozzle, calls for the use of an 

cir pump to perform the functions served in a usual oilburner by its oil pump 
and blower wheel. 








gph, as demonstrated in the Gulf oil-heat laboratory, burn- 

ers of this type are “naturals” for firing water heaters 

of the same performance as gas-fired water heaters of 
the smallest sizes in popular use today. 


burners. The objectives outlined for 
the research program stated specifical 
ly that this program would be limited 
to the study of heating oils 

The great accomplishment of the 
early research work done in this oil 
heat laboratory work, Gulf oilburner 
men declare, was the development of 


“Gulf Solar 


domestic 


the new hydrogenated 
Heat Medium,” a 


made through use of the 


fueloil 
“Gulfining 
Process.” 

The new Gulf fueloil is declared 
to have such superior properties as 
to, for all intents and purposes, elimi 
nate or minimize oilheating problems 
related to the properties of the fuel 
oil. These superior properties are list 
ed as drastically reduced carbon res- 
idue and sulfur content, balanced 
volatility, excellent water-separation 
characteristics, light color, and stabil- 
ity in storage. 

As the next development which af 
fected the activities at Gulf'’s Heat 
ing Oil Laboratory, the entire oil-heat 
and fueloil industry, including Gulf, 
recognized ever-increasing competi 
tion in the heating field, which could 
endanger oil’s position as the coun 
try’s main means for heating homes 

A Gulf executive, R. A. Hunter, 
now administrative vice-president and 
coordinator, Marketing Department, 
stressed this problem in a speech he 
made during 1956, at an American 
Petroleum Institute meeting. 


His words were: “The predicament 
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Servel, Sun Valley summer-winter air-conditioner . . 


. oilfired by the new Gulf 


cilburner. This three-ton unit needs a Btu input of 96,000 per hour for cooling in 
summer, but needs a Btu input of 120,000 per hour for heating in winter. A great 
advantage of using Gulf oilburner for this unit lies in the fact that a three- 
nozzle burner can be provided inexpensively. Two nozzles would fire automatically 
in summer, to give the lesser Btu input the unit then needs; but in winter for 
heating, three nozzles would fire automatically, to provide the higher Btu input. 


of the oil heat industry today has 
brought into focus the urgent need 
for research and development work 
on oilburning equipment.” 

Having pinpointed the problem, 
Gulf executives expanded the heating 
oil research program of their Heating 
Oil Laboratory at Harmarville to in- 
clude study of oilburners themselves. 

Two primary aims were spelled 
out 

i—To 
equipment; 

2—To 
and devices for converting fueloil into 
heat 


improve existing heating 


investigate new Cc yncepts 


As they found the atomizing nozzle 
to be the “heart” of the overwhelm- 


ingly popular, pressure oilburner, 


Gulf scientists explain today, logically 
they started their oil-heat equipment 


research at the laboratory with a 


thorough study of nozzle principles 


and designs. 

The nozzle of a pressure burner 
serves, for one thing, to meter the 
rate at which fueloil goes to the oil 
flame. A nozzle rated at .75 gph, for 
example, is supposed to give oil to 
the flame, atomized properly of 
course, at precisely the rate of .75 
gallons-per-hour. 


Analyzing the factors, Gulf scien- 
tists spelled out that to insure clean 
and efficient combustion, an oilburner 
must be adjusted for the proper ratio 
of atomized oil and combustion air 

. entering a combustion chamber 
and the proper ratio must be 
maintained. 


That ratio has been difficult to con- 


Complete equipment set-up for the oil- 
fired gas mantle, gph firing rate of 
0.05 only! The mantle is 3%" high. 


trol, at times, these Gulf scientists 
found it necessary to emphasize. 
When the difficulty is encountered, 
the air-oil ratio of the oilburner varies, 
though it should not, because the out- 
put of a usual, atomizing nozzle var- 
ies. The burner starts up cold, for 
example . . . its firebox is cold, so is 
its atomizing nozzle and the fueloil 
in the nozzle. Fueloil comes from the 
nozzle at a certain gph flow rate 
After a few minutes of operation, 
there’s an increase in the temperature 
of the atomizing nozzle and the fuel- 
oil in it. Warmer than it was, the 
fueloil flowing through the nozzle 
now is thinner, less viscous. The re- 
sult is a decrease in the gph flow 
rate of the nozzle. The gph firing 
as the burner 
continues in operation, and its nozzle 


rate becomes lower 


becomes warmer and warmer. 

The result is a practical difficulty, 
which any oilburner serviceman can 
understand, Adjust a pressure burner 
properly with its nozzle warm, as a 
burner usually is adjusted, and with 
the nozzle warm the COz content of 
the flue gases will be correct (not 
too low for high efficiency) and the 
smoke reading (indicative of soot 
formation and smoke coming from 
the top of the chimney) will not be 
excessive. 

After such proper adjustments have 
been made with the nozzle warm, 


Close-up of the ordinary gas mantle, 
described in the article, being fired 
by No. 2 fueloil as well as if by gas. 
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Front cover Photo 


A three-nozzle burner fires this fur- 
nace, designed for gas. Each oil- 
burner nozzle has its own jump-spark 
for ignition, in this particular set-up. 
One large transformer provides 
three sparks, in series. 











however, there'll be difhcult 
the burner with its mn 
for then the gph fl 
of the nozzle will be 
with the nozzle warm, the C 
ing will be excessive, and tl 
reading will be higher than 
intended to be (indicativi 
formation, and of chimney sm 
If adjustments are made wit! 
nozzle at a lower temperature t! 
is with the burner operating 
ly, then as the nozzle becom 
(as the result of the burner run: 
five to ten minutes) and COz 
of the flue gases will decreasé 
ing in relatively inefhcient oper 
(For some details about this 
culty, caused by the gph rat 
pressure atomizing nozzle incr 
as a result of a decrease in the vis 
ity of the fueloil going to the nozzk 
read the feature article, “Oil Spex 
affect in the May 


1960 issue of FUELOIL & O1w HEAT.) 
] 


Performance,” 


In addition, the delivery of fueloi 
of lower or higher viscosity (than was 
being burned when a serviceman car 
fully adjusted the burner) will caus 
a conventional, pressure-atomizing 
nozzle to spray more or less oil int 
the firebox 

The delivery of more viscous fuel 
oil will increase the nozzle gph flow 
rate, enrich the oil-air mixture, and 
tend to make sooty and smoky a flame 
which had been adjusted properly 

The delivery of less viscous o1 
decrease the nozzle gph flow rate 
make the oil-air ratio leaner, and re 
duce the COz content of the flue 
gases . which, of course, increases 
the stack loss and decreases the efh 
ciency and economy. 

In a determined effort to end this 
varying-gph trouble, inherent in the 
usual pressure-atomizing nozzle, Gulf 
scientists worked at developing their 
constant-flow nozzle for pressure oil 
burners. 

About this they say, “The design 
incorporates, chiefly, small indenta 
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Mentioned in the article, here's the burner having the perforated flame tube 

shaped like the number "6." Preliminary testing of this radical looking oilburner 

shows an unusually high degree of combustion performance, Gulf engineers report, 

chiefly due to the “tail” of the flame weaving into the starting or nozzle end 
of the flame. Gulf men term this a second combustion stage. 


the swirl chamber of the 


Internal configuration of this 


such that through-flow of 
heating oil remains practically 
int, regardless of fueloil viscosity 
erature changes encountered 
oilburner operation.” 
of Gulf’s con 


not yet available 


nN versions 
ne zz ari 
manufacturers and dealers 
disclosing details of this noz 
d nozzle manufacturers 
turers licensed by Gulf Oil 


ition to use the new constant 


flow principles it developed 
the-way, the atomizing nozzles 
levelops, tests, and uses in its 
it laboratory are made in Gulf’s 
own machine shop; they are not made 
for Gulf by nozzle manufacturers 
Visitors who recently 
Heating Oil 
Hamarville, Pa. (this laboratory is a 
part of the Gulf Research Center) 
had the 


ing oilburner devices and arrange 


inspected 


Gulf’s Laboratory at 


pleasure and surprise of see 


ments of many, many different kinds 

The most formidable and promis- 
ing array of oilburner equipment 
these recent visitors saw was powered 
by what the Gulf scientists like to call 
their “simplified burner.” 

Truly unique, unlike any oilburner 
arrangement that’s been seen or made 
previously, this simplified oilburner 


actually can fire furnaces, boilers, 


water heaters, incinerators, etc. which 
are in production—and which have 
been made for gas firing exclusively 
In the laboratory, this Gulf sim 
plified oilburner actually fires a water 
heater that was designed for gas 
a modern, warm-air furnace designed 
for gas and even a usual and 
typical, domestic incinerator designed 
for gas 
In each of these cases, the only al 
gas-designed 


teration made t the 


equipment was to remove gas 
burners and controls and install 
in place of them the Gulf simplified 
oilburner. 

This new oilburner can be installed 
in these heating devices, which were 
entirely designed for gas burners, 
with ease and speed amazing to men 
who up to now have known about 
only conventional oilburners. That's 
because the Gulf simplified oilburner 
has much in common with the gas 
burners it replaces in these instances 
Some versions of it have the external 
appearance and dimensions exceeding 
ly similar to the gas burners they 
replace 

This Gulf oilburner needs no stain- 
less steel or refractory-material fire- 
box or combustion chamber . . . of 
the type needed, for example, by an 
orthodox gun-type burner. This new 
burner is self-contained like a gas 

(Please turn to page 103) 
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Pacitfie Coast OHI Convention 


features equipment Sales. Service 


HE 17TH ANNUAL CONVENTION 
f the several OHI chapters in the 
Pacific Northwest met at Reno, Ne 
vada, May 4-6, with one whole day’s 
session devoted to the necessity for 
fueloil distributors to sell and service 


ilheating equipment. Six speakers 


built their talks around that theme 


and very definitely got the point 
across 

The inroads of gas and electric 
heating competition in the region have 
alerted the marketers to the conclu- 
sion that if oilheating is to grow it 
will be mostly through the equipment 
that oil men sell 

A significant high spot of the con 
vention was an announcement that 
the proposed cost equalization pro- 
gram for the region has been approved 
by both suppliers and marketers and 
will be in operation by mid-year. This 
is a plan whereby the major compa- 
nies will supply through their own 
outlets a maximum of $82.50 to help 
subsidize the cost difference between 
il and gas initial equipment costs 
The dealers are to supply an equiva- 
lent value in the form of sales promo- 
tion and cost absorption in equipment 
| cin 

The announcement of a successful 

nclusion to 18 months work in this 
lirection was made by M. N. Vining, 
Diesel Oil Sales Co., 
chairman of the Regional Advisory 
Youncil of the Pacific Northwest. A 

ot test program along similar lines 

is conducted last fall in Washington 


Seattle, and 


d Oregon, covering just under 1,000 
homes (see FUELoL & Ow Heat, De 
cember, 1959, page 52) 

This financial support is to be de 
posited quarterly by the refiners and 
paid out on proper certification by 
Robert G 


of the Council. The support applies 


Elmslie, secretary-treasurer 
only to new homes or conversions 
from other fuels, or in other words, 
new users of furnace oil, The individ- 
ual refiners will assist only their own 
dealers in this program, which will 
naturally tend to encourage them to 


get into the equipment business, or if 


they're small they can tie in with 
some heating dealer locally. 

The Reno convention was opened 
by Al Loucks of Salem, Oregon, as 
master of ceremonies, introducing Ne- 
vada’s lieutenant governor Rex Bell 
who simply welcomed the group to 
the city and state and wished them 
“luck” 

The first convention speaker, Scott 
Partridge of H J. Sandberg Co.. Port- 
land, noted that it’s “almost impossi- 


in their side ventures. 


ble” to sell fueloil for a home that has 
no burner and observed that future 
oil growth must depend entirely on 
equipment sales. As a furnace manu- 
facturer he has found that 5% of 
heating plants are replaced each year 
and in addition 2/2% of homes are 
replaced, or there’s a 77Y2% rate of 
displacement to be recovered or offset. 

Last year, he noted, the fueloil in 
dustry lost two-fifths of its replace- 
ments to gas or electric heating, and 
in Portland the installation permits 
were divided almost evenly between 
oil, gas and electric heat He told the 
group that by 1965 the electric energy 
available to the area from water power 
will be double what it is today in kwh 

Partridge stressed the necessity for 
oil companies to have their own serv- 
icemen who would report obsolete 
equipment to the sales department be 


fore it goes bad and may be replaced 


—~ Dy 
— 
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The convention at Reno had 293 
men registered plus 163 wives. 
However it was not necessary to 
register to attend the sessions, so 
quite a few did not. The annual 
banquet, held at Harrah's Club on 
Lake Tahoe, served and enter- 
tained 550 persons. 
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by other fuels before the oil man is 
aware. Servicemen, in his view, are 
too much like doctors who are bound 
by their Hippocratic oath to keep the 
patient alive to the last possible hour. 

We have a tendency, he noted, to 
believe people can’t afford new heat- 
ing plants and while we're being so 
nice they go out and buy a new stereo 
or an aluminum 
“Don't 


whether they can afford it; leave that 


roof, or a patio 


worry,” he urged, “about 
to the credit department.” 

followed by Hal 
Hutchinson, Richfield Oil Corp., who 
first noted that in the four states of 
Washington, Oregon, Idaho and Ne- 


vada there are 1,480,000 homes and 


Partridge was 


that 60% of these are now heated by 
Eac h 


year 30,000 new homes are built in 


oil, furnaces or space heaters 


this area, with oil getting only 4,000 
of these. Also we're getting only 70% 
of the 
about 9,000 a 


replacement market, losing 
other fuels 
(The bulk of these thus far have been 


space heater homes.) “We have been 


year to 


content to leave our future in the 
hands of the equipment manufactur- 
er,” he went on. “Why didn’t we start 


ow 


a SS “~ 


REX BELL 
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* 
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Al Loucks, Salem, Ore., master of ceremonies at the opening session greets Lt. 
Governor Rex Bell of Nevada. He is an ex-movie personality who welcomed the 
group. Also shown are Robert Griffin, Oil-Heat Institute of America, New York, 
who read a paper prepared by Charles Burkhardt, the Institute's acting managing 
director, and L. S. Marshman, Mobil Oil Co., New York, the session's final specker. 
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Selwyn Eddy, Shell Oil Co., vice-presi- 
dent for the West, speaker at the lunch- 
eon on the second day of the conven- 
tion, covering problems of Puget Sound 
refineries if distillate sales slump. 


years ago to find a better padlock for 
our doors. We talk about an over: 
supply of oil; what we have is rather 
an underconsumption.” 

Hutchinson feels that the only way 
to assure our future is to provide fine 
heating and service, through the oil 
man. The supplier, in his opinion, has 
a responsibility to help his dealer get 
equipment sold; he can’t stop at just 
selling oil to a dealer. He discourages 
turning leads over to a furnace man 
because it often results in his selling a 
gas job since it’s cheaper. 

The third speaker was Jim Gille 
land, Gilleland Oil Co., Bellevue, 
Wash. He stressed the point that 
when a customer calls the oil man for 
service and can't get it, he’s unhappy, 
and if he calls another oil company 
we may lose him. “We tried turning 
our service calls over to outside men 
which was fairly satisfactory at the 
start but later they got careless and 
had more callbacks,” he pointed out, 
“and also they tried to blame troubles 
on dirty oil. So we got our own man 
and a truck and advertised service 
contracts 
success. We've added many new ac- 


it was an immediate 
counts and lost none through service 
troubles. We're watching the ‘K’ fac 


tors now and checking any changes 
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Robert Elmslie, Washington OHI, a con- 
vention speaker, who discussed the "in- 
evitable increase in gas, electric rates." 
He pointed out, for example, the high 
cost of moving gas through a pipeline. 


Another thing, we're more prompt 
When folks need service they want it 
right away.” 

Ed McCabe, of Carter Division, 
Humble Oil Co., followed with an 
appeal that the dealers put more em- 
phasis on quality of service, explain- 
ing that it’s not servicemen we want, 
but service technicians, highly trained 
and skilled 


changers are not the answer,” he went 


“Wipers and nozzle 


on to say, “while the independent 
serviceman would just as soon, some- 
times rather, replace old jobs with 
equipment that doesn’t burn oil.” 
Robert Griffin, of OH1, New York, 
substituting for Charles Burkhardt, 
suggested that the West Coast deal 
ers look into the feasibility and econ- 
omy of banding together and setting 
up central service and _ installation 
agencies which would operate for a 
number of dealers. “In the centraliza- 
tion of service there is only one serv- 
ice manager, One or two dispatchers 
and a limited number of servicemen 
for all the companies,” Griffin said, 
“and this eliminates a great deal of 
overlapping, a great deal of overhead, 
and results in an efficient operation at 
low cost.”’ Looking to the future, Grif- 


fin, for Burkhardt, pointed out that 
oilheating is favored by the fact that 


the individual dealer who sells heat- 
ing and oil is well trained in special- 
ized selling and because of this can 
well compete with utilities, who must 
depend upon equipment contractors. 

The final speaker of the first day 
was L, S. Marshman, Mobil Oil Co., 
New York. “We're motivated by our 
wants,” he said at the start, “people's 
willingness to cooperate with us will 
depend on the degree that we bring 
benefits to them.”” The oilheating sales- 
man, in his view, must possess five 
special qualities . . . he must be an 
extrovert, honest, knowledgeable, en- 
ergetic and able to get the prospect's 
viewpoint. He must be trained to pro- 
ceed in an orderly course to get at- 
tention, develop interest, create desire, 
encourage decision and secure the 
wanted action. The consumer will 
buy, and is buying, not fuel, but home 
comfort. It’s not what we say we are, 
but what we are that matters. 

Five activities are a “must” for the 
1960 oilheating dealer . . . he must 
have good oil, sell good equipment, 
render accurate service, provide mod- 
ern automatic deliveries and offer 
budget payment plans, in Marshman’s 
opinion. 

The second day’s meeting was 
opened by E. W. Gardiner, assistant 
to the vice-president, California Re- 
search Corp., a subsidiary of Standard 
Oil Co, (Calif.). In a slide presenta- 
tion, he first told the group quite a 
lot about the “fuel cell” and its limits 
of application under present develop- 
ments, but acknowledged that it might 
become important later to our field 
The cell, through chemical action 
rather than mechanical means, trans- 
lates fuel into electricity. The princi- 
pal fuel used thus far has been hydro 
gen, although in some recent Allis- 
Chalmers experiments with a farm 
tractor the fuel used in the cell was 
propane. 


The Man of the Year awards for 
the Pacific Northwest were given 
to Scott Partridge of H. J. Sand- 
berg Corp., Portland, and to Nor- 
man Robinson of Griffin Fuel Co., 
Seattle, for conspicuous unselfish 
service to the industry. 
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The Pacific Northwest cooperative 
advertising campaigns approved 
at Reno for the coming fiscal year 
were for the following budgets: 
Nevada $6,000; Oregon $147,000; 
Washington OHI $194,000; Inland 
Empire, Spokane, $62,000; Anchor- 
age, Alaska, $21,000; total North- 
west $430,000. 


The efficiency of a fuel cell for con- 
verting chemical energy to work is far 
greater than the conversion of chemi- 
cal energy to heat and then to useful 
work, in his opinion. The automobile 
engine with a laboratory efhciency of 
25% (much lower on the road) was 
compared to the fuel cell with 70% 
he noted, “if 
fuel cells are ever used as a source of 


efhciency. “However,” 
heat for space heating, the heating 
unit will be electric rather than direct 
combustion of oil, although some type 
of petroleum product may well be 
used to drive the cell.” 

Gardiner then explained in illus- 
trated detail several of the new con- 
cepts of oilburning that have been so 
widely discussed in recent months, 
showing how each works in its devel- 
opment stage. 

He told of the Battelle Memorial 
Institute project financed by AP! and 
showed a slide outlining several of its 
recommendations for basic research. 
He proposed more study of the fuel- 
oil itself, pointing out that the retail 
value of all oilheating installed in 
1959 was $377 million while heating 
oil at the consumer level brought in 
$242 billion. He told of the probable 
impending change in specifications for 
No. 2 oil through the work of Astm 
committees, but cautioned that too 
close restriction might affect prices, 
because refining processes and market- 
ing conditions vary considerably from 
one refinery to another. 

Next, Robert G. Elmslie of Wash- 
ington OHI outlined to the group 
“The inevitable Increase in gas and 
electric Rates.” After comparing the 
relative growth rates of the several 
energy forms he went back to the eco- 
nomics of gas costs. In the 20’s and 
30’s when much gas was being flared 
in the fields the inexpensive pipelines 
of the day could buy their supply at 


Yo¢ to 1Y2¢ per mcf, and even as late 
as 1945 the average wellhead price 
was only 3Y¢. 

This was equivalent to crude oil at 
22¢ a bbl although the crude oil price 
averaged $1.55. Today the world price 
for crude is about $3.00 and the well- 
head price for gas is 18¢ per mef, or 
equivalent to oil at $1.13. Some new- 
est contracts for offshore gas are as 
high as 27¢ per mcf. 

Almost daily the Federal Power 
Commission gets additional applica- 
tions for gas price increases and re- 
cent Commission reports show that 
pipeline companies have collected 
$662 million on provisional approvals 
of rises, but subject to refunds, al- 
though probably they'll be able to keep 
60% of this. 

Noting that it costs five times as 
much to move gas in a pipeline as it 
does oil the same distance, measured 
in Btu, he showed how serious a 5 or 
10¢ increase at the well can be to the 
system’s economy 

Looking at the 
Elmslie observed that the yearly ex- 


electric utilities, 


pansion of facilities are costing in- 
flated dollars. Even water power elec- 
tric production today involves a capi- 
tal investment running to $400 per 
kw of capacity compared to only $100 
when Grand Coulee was built. Con- 
sidering an average 2¢ rate per kwh 


Al Loucks called for a “seventh inning 
stretch" during the convention. But, he 
wanted the conventioneers to stand up 
and sit down without too much delay. 
He told them there was a $20 bill tacked 
to the bottom of one chair and that 
they could stand up, turn over each 
chair, put it back down and be seated. 
One lucky man would find $20. Al was 
“chagrined" when George Basta found 
the bill—tacked to Al Loucks’ chair. 


this is equivalent to a 60¢ fueloil, yet 
the oil industry cannot sit idly by, 
secure under this comparison, Atten- 
tion to thermal efficiency of the homes 
and direct heating systems by the util- 
ity reduces their handicap, while their 
sales promotion is intelligent and con- 
tinuous. 

The next speaker, Robert Gray, 
editor of Fuetom & Om Heart, had 
been asked to discuss costs of running 
First, he showed 
how costs vary throughout the indus- 
try depending on climatic and market- 
ing conditions, comparing the North- 
west cities with Florida and with 


a fueloil business 


Maine as examples. He outlined some 
cost reducing practices, as such, but 
then swung the emphasis over to the 
cost of maintaining a firm market. 
Predicting that firm prices and good 
margins cannot exist in a static situa- 


tion—a market not 


growing—he 
showed how a half cent saved in op- 


erations might be more than offset by 
a cent drop in margins if the demand 
fell off. 

Thus, he urged the dealers to save 
money at the start so they could spend 
more on sales promotion and adver’ 
tising of all types, including sales 
manpower. The Northwest industry 
will start this summer to spend 2/10¢ 
per gallon on -ooperative advertising 


(Please turn to page 104) 


Jim Lane, Standard Oil Co. of Califor- 
nia, shown at a convention session. 
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George Basta, Mastermind, 


amazes the Convention Visitors 


ee Y the smallest chapter in 
the national organization would be 
the Oil Heat Institute of Northern 
Nevada, but it’s small in numbers 
only, certainly not in capabilities 
There are only 12 members, but this 
miniature group under the guidance 
of its chairman, George Basta, enter 
tained for three days more than 500 
members and wives of the Northwest 
Regional OH! with a quality of lux 
ury, accommodation and entertain 
ment that overshadows some previous 
years in the big centers 

Of course, Reno starts with accom 
modations that would dwarf any other 
city of 75,000 because it’s a center of 
sporting events and gambling. The 
rich hotels and motels are modest in 
their charges. Night clubs are lavish 
with very fine talent because they all 
have casinos where a man can really 
spend his money if so inclined and 
ladies, too. 

The city is at 4,000 ft. elevation in 
a mountain valley with plenty of snow 
on the surrounding peaks in May. The 


entertainment for the convention 


members and guests included a golf 
tournament in a picture-postcard set 
ting, a banquet at Harrah’s Club in 
Lake Tahoe in an exotic terraced din 
ing-theater where Jimmy Durante and 
a troupe had been brought up from 
the Coast. 

For the ladies, with Mrs. Georg: 
Basta as hostess, there was first a coun 
try club luncheon and fashion show, 
then an all-day outing at Squaw Val 
ley, over the line in California, where 
the winter Olympics were just held 
Not only were there high mountain 
drives in the snow, but they also had 
rides up the world’s highest chair lift 
on the ski course, mixed in with the 
ski devotees. It will always be hard to 
forget Reno. 

Wondering what kind of person 
this George Basta might be, the editor 
went out to visit his place of business 
and ask some questions. He is the gen 


] 


plete oilheating organization not only 
for homes but with a heavy stake in 
ommercial and industrial activities 
ver quite a wide area, With his own 
sheet metal and pipe shop as a sub- 
orporation, with Ray oilheat 
ing products, both industrial and do- 
mestic, the sales of equipment are 
strong over a quarter million dol 
lars in straight oilheating items 
The state 


tled. There are few towns of any size 


of Nevada is thinly set 


but there are sometimes industries or 
institutions quite remote and using 
oilheating in some form. Basta serves 
such industries with heavy fuel. For 
one large school 150 miles away he 
supplies a summer cleanup and tun 
ing of the oil equipment, then rarely 
has to make an emergency call 

The A. T. & T. has a micro-wave 
line across a part of the state, with 
11 little buildings at the towers. each 
oilheated originally with a type of 
furnace using steel combustion cham- 
bers. These burned out and the owner 
was displeased to the point of order- 
ing Basta to put a new dependable 


furnace in each of the eleven. Distance 


George Basta, president of OHI of 
Northern Nevada, and host to the Pa- 
cific Northwest OHI Convention in May. 


means little in the State of Nevada 

The company brings in heavy oil 
from the Standard of California re- 
finery at Richmond, 217 miles away, 
or sometimes from Suisuin, near Fair- 
field, Calif., a little nearer. With three 
over-the-road double units of 5,700 
gallons each, they average 55 round 
trips per month per unit. They go 
right over the Sierras through Donner 
Pass, with lots of snow, No. 5 oil (PS 
300) is big business with Basta, with 


one account using 20,000 bbls. a year. 


Focal point of the gambling industry in Reno is Harolds Club, featuring seven 
floors of assorted games of chance. National Oil & Burner Co. supplies the Club 
with almost a quarter of a million gallons of No. 2 oil each year for heating. 


eral manager and operating head of 
National Oil & Burner Co., a 
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The light oil for home heating ar- 
rives in Reno over Standard’s pipe- 
line from Richmond. Here again are 
some interesting variations from the 
national pattern. For instance, all do- 
mestic tanks are buried. Before being 
covered, they must be inspected by 
the fire department. They're 12 gauge, 
coated and sand covered. 

If the customer has a 350 or 550 
gallon tank he pays 18.4¢ for his fur- 
nace oil; with a 1,000 gallon tank he 
4¢. The normal degree 
days range from 5,600 to 6,000, de- 


pays only 17 


pending on the altitude around the 
city, but curiously the average No. 2 
(PS 200) oil user buys only 1,100 
gallons a season. Basta thinks that the 
dry air and strong winter sun have 


an effect on this. 
Fueloil growing 


Quite a lot of the stove oil, or space 
heater, accounts are being switched 
to central heating. In fact, National 
has lost half its stove oil volume since 
1950. But the overall market for fuel- 
oil is still growing at 10% a year. 

Coal supplies about 10% of the 
market and gas 10%; the rest is oil. 
The gas is a regular utility with a net- 
work of lines in the streets but it uses 
only LP Gas as its source. For the 
typical home it will cost 50 to 100% 
more than oil for heating, although 
some of this is offset by the conven- 
ience of having it for cooking and 
other domestic uses, Only one large 
builder is pushing gas heat, and he 
installs it through his own heating 
company, About 10% of the houses 

ing gas heat find it too costly and 
onvert to oil. Gas uses pretty cheap 
heating equipment, often wall heaters. 

There have been explosions—one 

prominent occurrence in 1956 

t national publicity. A half 

ozen stores on the Main street were 
demolished but only three persons 
killed. Mrs. Basta was passing on the 


n 


posite side of the street and was 


“i 
knocked down by the blast. Since then 


the city has become very fussy about 
heating installations. For all oil or gas 
installations a complete layout must be 
presented and approved by the city 
before the job can operate. 

Basta sometimes sells combination 


oil-gas jobs for industrial accounts, As 


National Oil & Burner Co., with Basta as general manager, is very complete in 

all phases of oilheating, from the small domestic account to the large industrial, 

with its own sheet metal shop, its over-the-road transports of the 5,700 gallon 

tandem variety, its half million gallon local bulkplant for light oils, and serving 
some customers 150 miles away. 


an interesting sidelight, he’s switch- 
ing all of the gas ignition on No. 6 
(PS 400) oil jobs to diesel oil pilots. 

Without asking how many domes- 
tic oil accounts National serves. it’s 
indicative that they operate five trucks 
on furnace oil in Reno, one other 
down at Lake Tahoe where they put 
in a branch in 1957 

George Basta was raised in the 
heavy equipment business—earth mov- 
ing and such. In 1949 he went to work 
for National Oil & Burner Co. as an 


accountant, and because of revisions 


and modernizations that he suggested 
he was put in charge of the company 
just a year later. He has taken up his 
stock options, now has a good interest 
plus a profit sharing program. Anyone 
can see by just looking around his 
business and the Reno market that he 
does “all right.” 

Mr. and Mrs. George Basta, in a 
three-day convention and entertain- 
ment sponsorship, have gained very 
outstanding recognition in the oilheat- 
ing industry of the Western states 
and mighty well deserved. 
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Comfort Catering 


Comfortable Warmth, 


efficient Service and prompt Deliveries 


spell Success for Eberhaddt 


by William J. 


Stein 
“¢ NATERING TO YOUR heating com 

4 fort with complete heating 
This 


appears on the business cards, sta 


and oilburner service.” slogan 
tionary, and fueloil and service trucks 
of the Eberhardt Fuel Oil Co., Inc., 
Bernardsville, N. J. It represents the 
central theme of this company’s busi 
ness. 

A_ few conversation 
with Paul H. Eberhardt, president, 


minutes of 


reveals that this slogan is not only th 
foundation of his business, but it rep 
resents every brick of the structuré 
that is built on that foundation. Every 
fueloil customer that this firm has is 
either the direct or indirect result of 
some form of superior service that 
has been rendered 

The story of this company reveals 
the faith in the future of the fueloil 
business of an individual who has 
been in the heating and oilburnet 
service trade for about 20 years. It 
represents the vision of a young man 
who started in this business as re 
cently as August 1957 and intends 
to build a successful future in it 

By the end of the first year in the 
fueloil business the fact that this firm 
was on the road to success became 
evident. At the outset Eberhardt, to 
gether with his supplier, the Atlantic 
Refining Company, set an annual 
sales quota of 350,000 gallons for the 
first year. The year’s end proved this 
figure to be low. The records show 


actual deliveries of 420,000 gallons 


*ATED M>Sh yee FREs 


L OIL 


24 O08 SERVICE 


EATING & 


PLETE 
OW BL ANE RgSERV CE 


for that first year in business. This 
figure was doubled by the end of the 
second year 

During a drive through some of the 
streets of Bernardsville, Eberhardt 
pointed out his original fueloil cus- 
tomer on each street as one where 
his firm did either a heating installa- 
replacement 
He then 
pointed to the others who started pur 
fueloil 
sult of a recommendation by the origi 
that These 


customers made their initial pur- 


tion, alteration, burner 


Or some emergency service 


chasing from him as the re- 


nal customer on street 
other 
chases after first contacting Eberhardt 
to adjust some complaint relating to 
heating which could not be taken care 
of properly by their original fueloil 
supplier 

Installation and servicing has been 
continues as a profitable business 


He attributes this to 


and 
with Eberhardt 
the superior ability of his servicemen 
together with his own constant appli- 
cation to the mechanical end of the 
business. His service department fixes 
the call. Each 


truck and each man is equipped to 


the trouble on first 
make almost every minor repair right 


on the job. Furthermore, they never 
sell a part or piece of equipment un- 
less it is absolutely essential to the 
job. The object, of course, is to keep 
the cost of service at a minimum for 
the customer 

To accomplish this Eberhardt has 
had two servicemen who have been 
with him for 14 years and have be- 
come the work 


experts in type of 





Apt Committee endorses 
$500,000 for research 


At its meeting in Cleveland on 
May 20, the General Market- 
ing Committee, American Pe- 
troleum Institute, Division of 
Marketing, endorsed the Fuel 
Oil Committee’s request for 
an extended research pro- 
gram. This would be con- 
ducted under the auspices of 
the American Petroleum Insti- 
tute, to be channeled through 
Battelle Memorial Institute, 
Columbus, Ohio. 

The proposal to which the 
General Marketing Committee 
agreed calls for a continuing 
program. For the year 1961 
the amount to be expended 
will total about half-a-million 
dollars, to be supplied by all 
API members within the regu- 
lar API operating budget. 

Before this action is final, 
the board of directors, API, 
must approve it at the Novem- 
ber meeting. The consensus, 
though, is that it will be ae- 
cepted since quite a few of the 
largest companies already have 
given it advance approval at 
their top levels. 

The research activity also 
will coordinate more than 
half-a-million dollars worth of 
programs now being con- 
ducted individually in major 
oil company laboratories. 











they do. Periodically these men and 
Eberhardt himself attend various oil- 
burner and heating schools that are 
conducted by manufacturers and dis 
tributors of equipment. They take 
every opportunity to study all the 
facets of oilburner and home heating 
work, 

During 1959 the company installed 
oilheating in 15 new homes and made 
20 major heating alterations. In addi- 
tion to basic mechanics, Eberhardt 
also employs several other men who 
assist with this work. Because of the 
demands in this area, this firm has 
specialized in wet heat. Fortunately, 
the bulk of new and alteration work 
is done during the warmer seasons. 
Of course, these homeowners have 
become fueloil customers. This off- 
season work, together with the sum- 





mer clean-outs, provide year-round 
employment for all the members of a 
steadily growing organization. 

Eberhardt is aware of the threat of 
competitive fuels. Although gas is 
available in the main sections through- 
yut this area it has not as yet made a 
major dent in home heating around 
Bernardsville. To continue this use of 
oil for heating, Eberhardt feels that it 
is necessary to keep the customers 
ompletely satisfied with a minimum 
of service. 

Also in this connection, the use 
f oil heat for domestic hot water 
during the summer, as well as the 
winter, has been one of the objec- 
tives of this firm. Eberhardt has been 
able to accomplish this with his cus- 
tomers by using the combination of 
tankless heaters together with the 
usual types of wet heat. 

Getting started in any new business 
is dificult. Getting into the fueloil 
business in the last few years, has 
been especially difficult, as we all 
know, because the rate of expansion 
has diminished. To cope with this 
Eberhardt emphasized the necessity 
for constant personal application to 
the business. He and his associate 
started with one truck and a part 
time driver. Thus, at first, it was 
necessary for one of the owners to 
participate in every phase of the busi- 
ness. That meant that he had to drive 
a fuel truck, help on an installation 
job, take a night service call, solicit 
new oil accounts, help keep office 
records, bills, collect ac- 
counts, and do almost everything that 


prepare 


has to be done in the course of operat- 
ing the business. In this instance it 


Eberhardt Fuel Oil Co. delivery trucks at the loading plat- 
form, which is pictured from both sides. Shown is a dehy- 


Paul Eberhardt stands in front of one of his service trucks. The home in the back- 
ground, typical of the area, had its heating system installed by Eberhardt's firm 
some years ago. Now he services the equipment and delivers the fueloil it needs. 


also involved negotiating for new 
trucks, purchasing property for office 
and storage space, constructing stor- 
age facilities, re-organizing service and 
equipment shops, and negotiating for 
sources of fueloil. 

In commenting on the number of 
service calls during this last year 
Eberhardt said that this had been re- 
duced to some extent by the quality 
of the fueloil that Atlantic has sup- 
plied. An examination of the custom- 
ers’ burners at the end of the heating 
season revealed that in most instances 
the filters and nozzles were as clean 
as they were at the beginning of the 
season. It was felt that this was an 
important factor in reducing emer- 
gency service calls during the win- 
ter. It was also considered important 
as the source for absence of smoke 


and odors in homes of customers. 

Bernardsville is a residential area 
having mostly very expensive and fine 
homes. Many of the residents are in 
the upper-financial brackets and repre- 
sent successful business and profes 
sional people. These residents, who 
can afford the finer comforts of life 


and who are able and willing to pay 
for these comforts, certainly will insist 
on having their demands fulfilled. 
Eberhardt appraised this situation and 
established his own function to pro 


vide one of the necessary comforts of 
winter, namely, warmth. He intends 
to develop his business by catering to 
his customers’ heating comfort, by 
providing every possible service for 
them at a minimum of cost to the 
customer together with a maximum 
of satisfaction. 


drating unit through which the fueloil flows before it goes 
“moisture-free" into the delivery trucks. 
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Armed with play money that told the oilheating story, 
lucky visitors won prizes when the wheel was spun. 


Barker Esterline explains how the truck race works to 
Thomas C. Bowes, C. J. Malehorn, and W. D. Williams. 


PSea 


| 


Chuck-o-Luck cage had one die marked Oi! Heat; other car- 
ried key words corresponding to sales story on play money. 
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Step right up 


and win your 
way to sales 


Follow the arrows and take a photo 

tour through the Carnival Display spon- 

sored by the Philadelphia Oil Heat 
Council at the Home Show. 


yo CANT 
a 
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a SAFE = 
CLEA DEPENDABLE 


“OIL HI 


David Constantine tries his luck with the bean bag toss 
while Fred Haab waits his turn and Ed Esterline watches. 


DS 
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OIL HEAT 
COUNCIL 


Theater in center showed slides. The next game took 
longest to play so oil heat's story had a captive audience. 


As visitors left they passed this thank-you board listing 
all the cooperating Little Bill dealers and equipment firms. 
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Panelists at the morning session of the ninth annual convention of the Greater 
Philadelphia Fuel Conference, left to right: W. D. Williams, Conference presi- 
dent; William C. Henwood, Meenan Oil Co., Levittown, Pa.; James J. Gillin, Jr., 
Petroleum Heat & Power Co., Philadelphia; Allen J. Johnson, panel moderator. 


Philadelphia Fuel Conference Program 
looks into the Theme of “What’s new?” 


he: NINTH ANNUAL CONVENTION 
‘f the Greater Philadelphia Fuel 
Conference took place on May 3 at 
the Sheraton Hotel, Philadelphia, with 
a look at “What's new?” 

The all-day meeting consisted of a 
morning and afternoon session, a 
luncheon and concluding banquet in 
the evening. 

The morning forum opened with a 
presentation by the firm of Rudney & 
Rudney, certified public accountants 
on the general subject of price cutting 
and tax cutting. On price cutting, ob- 


vious facts were emphasized to high- 
light the point that while a prime aim 
of price cutting might be to increase 
fueloil volume, any such increase auto- 
matically must affect handling and de- 
livery expenses. 

The figures in the accompanying 
table show that a fueloil dealer cut 
his price, increased his sales volume 
by 20%, but actually gave away 40% 
of his profit. 

Another phase of the presentation 
by Rudney and Rudney explored the 
advantages of owners using gifts to 





NORMAL VOLUME 


Units 


Sales 
Cost of Sales 


2,000,000 Gals. @ 


Gross Profit 
Operating Costs 


Net Profit 


NORMAL VOLUMI 


Sales 
Cost of Sales 


Gross Profit 
Operating Costs 


Net Profit 


Sales 
Cost of Sales 


Gross Profit 
Operating Costs 


Net Profit 





Fueloil Retailer 


NORMAL MARK-UP 


14¢ 280,000.00 


PRICE CUT Yy¢ PER GALLON 


2,000,000 Gals. @ 13Yy¢ 
10¢ 200,000.00 


¢ 


3¢ 60,000.00 


20% INCREASE IN SALES VOLUME 


2,400,000 Gals. @ 13Y¢ 
10¢ 240,000.00 


Y¢ 
3¢ 


Percentage 
Dollars of Sales 
100% 
200,000.00 71.43% 
80,000.00 
60,000.00 


28.57% 
21.43% 


20,000.00 7.14% 


270,000.00 100% 


74.07% 
70,000.00 5.93% 
2.22% 


Vr¢ 10,000.00 3.71% 


PRICE CUT Y2¢ PER GALLON 


324,000.00 100% 


74.07% 


84,000.00 
72,000.00 


25.93% 
22.22% 


Vr¢ 12,000.00 3.71% 








individuals or relatives as a means of 
reducing estate taxes. 
Dealers 


with their attorneys or tax experts 


were advised to discuss 
the advisability of transferring some 
assets in the form of gifts to level off 
estate taxes. 

Final portion of this panel dealt 
with travel, entertainment and pro- 
motion expenses, on which more in- 
formation will be required in the 
1960 tax return. 

The next panel considered labor re- 
lations, the first speaker outlining pro- 
visions of the 
1960 
Union. This was covered by James 
J. Gillin, Jr., Petroleum Heat & 
Power Co., Philadelphia. 

He was followed by Fred A. Van 
Denbergh of Saul, Ewing, Remick 
& Saul, who described some of the re- 
quirements of the labor-management 
reporting and disclosure act of 1959, 
more popularly known as the Land- 
rum-Grifhn Act. 

The morning program was con- 
cluded by William C. Henwood, 
Meeman Oil Co., Levittown, Pa., 
who up-dated the results of his com- 


negotiated 
Teamsters 


recently 


contract with the 


pany’s Operations Research. Principal 
project undertaken was an attempt to 
reduce to chart form predictions for 
the volume of service calls each day. 

Two Rider (Trenton, 


N. J.) professors analyzed seven years 


Cx lege 


of service records and worked out 
charts to produce a long range fore- 
cast of the number of service calls 
Meeman Oil could expect each day, 
each month and for a full year. Period 
covered was July 1 to June 30, with 
the study getting underway last July 
1. Results to date are shown in the 
following table, which lists the pre- 
dicted calls by month, the actual 
number and the percent of accuracy. 


Actual % Accuracy 


1724 96.1% 
3418 92.2 
5779 91.9 
9728 90.4 
14148 95.2 
19308 97.4 
24751 95.3 
29688 95.7 
34958 98.6 
38030 97.9 


Forecast 


July 1656 
Aug. 3153 
Sept. 5313 
Oct. 8792 
Nov. 13471 
Dec. 20013 
Jan. 25951 
Feb. 31013 
Mar. 35458 
Apr. 38813 


Note: Totals are cumulative. Period cov- 
ered extends from July 1, 1959 to April 
30, 1960. 


55 





The system consists of a chart for 
each month of the year to forecast 
service calls for every hour of every 
day, including peaks for the day and 
night shift. The chart is validated by 
maintaining a record of all calls re- 
ceived hour by hour each day 

The system enables management to 
predict with considerable accuracy 
the expected work load, enables the 
dispatcher to provide for the required 
manpower on the day and night shifts. 
In addition, another chart plots the 
time each shift will have left—since 
enough men have to be on hand to 
so that this 
time can be scheduled for service 


handle the peak demand 


checks and clean-ups. 

Henwood explained that the com- 
plete project was somewhat more de- 
tailed than his presentation, but he 
emphasized that any dealer can make 
use of the plan in his own business. 
It simply requires adequate records 
and plotting the information derived 
from the records to indicate the de- 
sired data. Then these figures must be 
applied to the dealer's business to im- 
prove the operation. As Henwood 
said, “There's so little profit left, we 
can't afford to make a mistake.” 


Equipment News 


The afternoon forum opened with 
a presentation on “What's new in 
heating Equipment,” with Richard 
C. Wright, Iron Fireman Mfg. Co., 
the first speaker. He described Iron 
Fireman's Custom Mark II oilfired 
boilers and furnaces, featuring Volu- 
metric combustion with an induced 
draft fan at the outlet of the furnace. 

Wright also introduced for the first 
time a new hot water unit heater; 
it’s a completely self-contained unit, 
with its own thermostat and requires 
connection to a hot water supply. 
This can come from a boiler, a hot 
water heater or any other source. The 
thermostat on each unit starts its fan 
and water pump and shuts down 
when heat requirements are satisfied. 

He emphasized that the units would 
provide individual room heating, in- 
dividual room control automatically 
and would be particularly adaptable 
to the added-on room, the unheated 
area or hard-to-heat room. 

Next W. A. Sullivan, Shell Oil 
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Panelists at the afternoon session of the ninth annual convention of the Greater 
Philadelphia Fuel Conference, seated, left to right: Richard C. Wright, Iron 
Fireman Mfg. Co., Cleveland; Edward T. Heeg, New York Oil Heating Association; 
P. J. Lomenzo, panel moderator, Atlantic Refining Co., Fuel Oil Department. 
Standing, left to right: W. A. Sullivan, Shell Oil Co., Fuel Oil Div., Products 
Application Dept.; Robert M. Barr, Jet-Heet, Inc.; W. D. Williams, Conference head. 


Co., described the Ventres blue-flame 
combustion principle, developed in 


Shell's laboratories. The principle has 


been made available to equipment 
manufacturers on a royalty-free basis 
for those companies who want to 
make use of it with their equipment. 

Sullivan observed in his conclud- 
ing remark that “Until the present 
research programs bear fruit, we have 
to look after the burners already in- 
stalled. The men in contact with our 
can and 
must make sure that all equipment 
operates at peak efficiency. We should 
strive to keep the business we have 


customers—the servicemen 


and do the important and essential 
job that can be done to provide our 
customers with efficiently operating 
heating equipment.” 

Robert M. Barr, Jet-Heet, Inc., de- 
scribed his firm's oil powered warm 
air system, consisting of an oilfired 
furnace, jet tube ducts about 3” in 
diameter and jet blend register. The 
unit, which was described in the 
March issue, page 81, distributes high 
temperature air at high velocity 
through the small ducts to be blended 
with room air. 

Edward T. Heeg, New York Oil 
Heating Association, then recounted 
the industry’s experience in New 
York City where natural gas equip- 
ment recently was exempted from the 
provisions of the air pollution con- 
trol regulations and oilfired equip- 
ment was not. Aside from the impli- 


cations that might be drawa from 
this action, Heeg pointed ont that oil- 
fired installations now will have the 
added handicap of the necessity to 
file and get approval of plans, which 
will be not only expensive but also 
time-consuming. 

Conversations after his talk with 
Heeg and Ralph Hartell, National 
Fueloil Council, revealed that the au- 
thoritative material put together by 
Heeg to combat the utility’s move in 
this regard, plus other available ma- 
terial, has been sent to at least one 
market where it has been successfully 
used to prevent a somewhat similar 
decision. 

Concluding speaker on the forum 
program was I. M. Nelson, Boston 
Machine Works, who outlined the 
need and importance of moderniza- 
tion and upgrading of existing oil- 
burner installations. He pointed out 
that many times this was needed as 
much on new or recent jobs, as well 
as for the older burners. 

Also, he continued, technical 
knowledge of how to accomplish such 
modernization must be shared by the 
salesman with the service or installa- 
tion man. In fact, “engineering know- 
how” is the key to the whole pro 
gram. The dealer through his sales- 
men must sell the quality of his oil- 
heating and add to the story the en- 
gineering program under which each 
step of this important job is done 
properly and thoroughly. 
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Roller measures Soot 


Pure Oil develops Tool that gives direct Indication of Thicknesses of Deposits 


AN THE PURE OIL Company Re- 
search Center in Crystal Lake, 
Ill. a simple device for accurate meas- 
urement of the depth of soft de- 
posits in furnaces and boilers has been 
in use for the past four years, 

This tool has proven invaluable in 
laboratory and field studies of burner 
fuel composition and additive treat- 
ment. It gives a rapid and direct indi- 
cation of the actual thickness of de- 
posits not obtainable when a collecting 
and weighing technique is used. 

Conceived and patented by Wil- 
liam Zollinger of the Research Cen- 
ter, the tool is basically a roller com- 
prised of a series of thin wheels on 
a common axle. As shown in the 
drawing, the two outer wheels are of 
the same diameter while the inner 
wheels are of smaller, graduated di- 
ameters. In use, the roller is mounted 
on an axle with an appropriate han- 
dle. The roller is then rolled through 
the deposit to be measured with sufh- 
cient pressure applied to cause the 
end wheels to completely penetrate 
the deposits. The center (or measur- 
ing) wheels then mark the deposit if 
they touch it. Knowing the radial 
gradation of the measuring wheels, 
the depth of the deposit can be com- 
puted by noting the number of meas’ 
uring wheel marks. 


Precise Measurement 


Precise measurement of a wide 
range of deposit depth can be accom- 
plished by using a set of rollers. For 
laboratory studies Pure uses a set of 
five rollers with 0.002 inch radial 
gradation of the measuring wheels on 
the individual rollers. Each roller has 
nine measuring wheels covering a de- 
posit depth range of 0.018 inch such 
that the entire set of rollers can meas 
ure deposit depths from 0 to 0.090 
inch 

The photograph shows the tool in 
use. In this case roller having the 0 to 
0.018 inch range is being used and 
four of the center measuring wheels 


have marked the deposit. Since the 
radial gradation of the measuring 
wheels on the roller is 0.002 inch, 
the maximum depth of the deposit 
is 0.008 inch 

Single rollers covering a wide de- 
posit depth range can be designed at 
the sacrifice of either compactness 
(adding more measuring wheels) or 
resolution (larger radial gradation be- 
tween the measuring wheels). Rollers 
having 1/32 inch radial gradation of 
nine measuring wheels have been 


found practical for most field use 
where full heating season deposits are 
to be analyzed. 

Although the use of this tool is 
obviously limited to flat and cylindri- 
cal surfaces, this has not been found 
to be a great disadvantage in modern 
furnaces and boilers. Its ability to al- 
low both more rapid and, at the same 
time, more accurate and meaningful 
ratings of deposits is certainly a step 
forward in scientific fuel and burner 
studies. 


DéposiT DEPTH MEASURING 





ROLLER 





































































































“The World’s 
Champion!” 


Toby Thompson's impressive Record in Waterman, IIl., has produced 


what probably is the highest Concentration of a single Make of Oilburner 


by V. M. Douglas 


a THOMPSON is a sincere and 
proud man. In all sincerity and 
with justifiable pride he states that he 
believes he qualifies as the champion 
oilburner dealer of the world 

It is highly improbable that he could 
make a personal investigation into the 
record of everyone in the world who 
That is 


why he says “I believe” rather than 


sells or has sold oilburners 


“I know.” His statement resolves it 
self to a challenge. A modest and fair 
man, he will be the first to concede the 
championship to anyone who can show 
a higher percentage of oilfired instal- 
lations in any city or town than he 
can show where he lives in Water 
man, Ill. 

First, let's identify Waterman. It is 
24 miles west of Aurora, which is ap 
proximately 40 miles west of Chicago 
The 


with a population of 750 inhabitants 


1950 census credits Waterman 


It soon will know how much growth 
there has been in the past ten years 
It may be civic pride which prompts 
Thompson to claim a population of 
900, and then again it is just possible 
that he has personally counted noses 
At any rate he is willing to base his 
claim for the championship on his 900 
figure. 

Since he started, The ym pson has had 
exactly 208 prospects. That is the total 
number of residences, including ren 
tals. A rental property is sometimes 
rated as a second class prospect. 

The number of Winkler oilburners 
which Thompson claims as a record, 
is 120. There are 112 low pressure 
burners and 8 high pressure type 
That's 57.69% 
man! That is the figure upon which 


saturation, by one 


he bases his claim as champion 
Competition? A plumber of good 


58 


has oilburning units for sale 
are two coal dealers, and stok- 
; have not been forgotten. During 
past three years Thompson has lost 
to one gas installation; also one 

tric job has been installed. Thomp 
on operates one of the four bulk 
plants in Waterman 

In checking the championship story, 
it was discovered that there is more 


There 


is sentiment, which is real. During the 


to it than mechanics and Btu 


early years of the century Waterman 
had an outstanding citizen. C. W 
Smith dared to build a garage in this 


mobile had a very definite present for 
Smith in those pioneering days. He 
not only worked on the design and 
development, but achieved consider- 
able fame as a race driver 

A tireless worker, Smith used a 
large room at the rear of his garage 
as a laboratory. An ink bottle with a 
filling well was invented and patented. 
After its sale the Smith bottle disap- 
peared from sight, but the principle is 
still an use. His inventions included 
many ingenious devices which have 
had wide acceptance. 


The oilburner industry received a 


small city. He believed in the future contribution from the active brain of 


of the automobile; in fact. the auto- C. W. Smith. A low pressure type 


Some typical installations made by Toby Thompson in Waterman, Ill., where he 
has sold 120 jobs to the 208 prospects in the town. Upper left, is the U. S. 
Post Office in Waterman; it has a Winkler oilburner. Upper right, home of a 
lumber and coal dealer; furnace with Winkler burner is shown at the left. The 
second furnace still uses a coal stoker. Note the four cans of clinkers. Lower 
left: Looking down Hickory St., Waterman, Ill. Thompson has sold oilburner 
jobs to 12 of the 14 homes on this block. Finally, lower right, there's a 
truck station at left and a restaurant, right, both with Winkler oilburners. 


June 


1960 





Toby Thompson is shown in these views in various aspects 
of his highly successful operation of the C. W. Smith Co., 
Waterman, Ill. At left he is shown taking the stack tem- 
perature on a new job. The drop-pipe between furnace and 
chimney is partially visible. Next, Thompson, at the right, 


burner, which originally carried the 
name Smith, was sold to the Winkler 
Brothers, name Smith- 
Winkler was applied. Later, the name 
retained. The 


Winkler oilburners need no introduc- 


where the 
Winkler only was 


tion, or explanation, to the oilburner 
industry today. 

To get back to the early days of the 
Smith burner, Toby Thompson was 
C. W. Smith’s right hand man. Day- 
after-day, night-after-night, week-af- 
ter-week, Smith and Thompson worked 
in the laboratory. Without formal 
higher education these men worked 
much of the time on a trial-and-error 
basis. As self-educated engineers they 
realized that their obligation was not 
only to get all possible heat energy 
from the oil, but also to retain as 
much of the heat as possible for use- 
ful purposes 

It was their belief that the mixing 
pump would provide an intimate mix- 
ture of carefully metered oil and air 
for high eficiency. They made exten- 
sive studies and tests to develop efh- 
cient combustion chamber designs. 
They designed stainless steel baffles in 
the furnace to retain the heat for dis- 
tribution with minimum loss to the 
chimney. Their interior furnace or 
heat exchanger construction used ver- 
tical accordion type corrugations for 
maximum heating surface and mini- 
mum expansion stress of metal sur- 
faces 

Now that C. W. Smith has retired 
and Toby Thompson has taken over 
the management of the Smith oil- 
burner and fueloil delivery operations 


in Waterman, it is only natural that 
Thompson should have a prejudice for 
the burner which was nearest his heart 
for several years. 

He was asked if it was ever neces- 
sary to make price concessions to ob- 
tain his high percentage of burner 
business. His reply was that the go 
ing price submitted by competitors for 
a high pressure conversion burner in- 
stallation with a 275 gallon basement 
tank was usually in the neighborhood 
of $350. His base price for a Winkler 
burner installation, including two-275 
gallon tanks, a stainless steel furnace 
baffle, (in accordance with the C. W. 
Smith tradition) and a drop-pipe be- 
tween the furnace and the chimney 
(including a barometric draft regula- 
tor) was approximately $525. 


Thompson explained that the drop- 
pipe, a U-shape in the pipe between 
the furnace and the chimney, might 


not always be absolutely necessary, 
but he found any installation with it 
always had sufficient draft. He knew 
it was responsible for retarding the 
flow of hot combustion gases to the 
chimney and he never had a pulsation 
problem on a job with a drop-pipe. 
He installs one on every job. 

And you should see him taking 
COs, tests and stack temperatures. 
Even if he loses his championship, he 
can still be proud of his installations. 


Top: Garage and service station where 
C. W. Smith developed the Winkler oil- 
burner and his other inventions. Bot- 
tom: In front of the office and labora- 
tory of C. W. Smith Co., now operated 
by Toby Thompson, service jeeps and 
fueloil delivery trucks stand ready to go. 


stands with S. Johnson, H. Alford and K. North of the 
Smith organization. 
Thompson are shown with C. W. Smith, left. He invented 
the low-pressure burner originally called Smith, then Smith- 
Winkler. Then finally, only the Winkler name was retained. 


In the third picture, Mr. and Mrs. 


He was willing, even anxious to 
exhibit every installation he had made. 
It was interesting to note that on sev- 
eral jobs the high pressure burner 
which had been removed was left on 
the floor, not far from the new instal- 
lation. He did not speak a single word 
against burners with small nozzles, but 
they offered mute evidence of his 
opinion. 

Needless to say, it was not difficult 
to find his installations, including the 
Post Office, churches, a truck station 
with garage and restaurant, and 12 of 
14 houses on one block on Hickory 
Street. 





It all sounds so simple! 


Better fueloil Delivery calls for higher pumping Speeds, but there are Problems 


by Everett W. Brune 

“Ae SIR, we went up to 35 gal- 

lons a minute once, but 
we're right back to a safe and sane 25 
now. No more pump troubles and rup 
tured tanks for us.”” The manager of a 
13-truck company in a New England 
city of 60,000 said this with a straight 
face, “All this talk about 50 gpm is 
crazy.” 

Not far away in a small city servic 
ing a wide area, the manager of an- 
other 13-truck company said casually, 
“Yes, we figure 80 gpm about right 
Replacing inadequate fills and vents 
soon pays for itself.” 

Is this paradox typical of New Eng 
land alone? 

In answer to a query sometime ago, 
FueLoi. & Oi Hear ventured the 
opinion that everything had been writ- 
ten describing high speed pumping 
methods, their feasibility and practi 
cality. And one who has read most of 
it is forced to admit this is so. 

But how has it all been received? 


Personal Survey 


One way to find out is by personal 
contact with every fueloil retailer, 
large and small, without the dealer's 
knowledge that his opinions might be 
publicized. This seems (1) pretty 
sneaky, and (2) next to impossible. 

Going back to the 13-truck compa- 
nies, further research reveals that five 
trucks of the latter concern deliver as 
much oil as all 13 of the former 
Pumping speed doesn’t make all this 
difference, but it is an indication of 
management thinking. 

Both of these companies are quite 
close to Boston where 90 gpm is not 
uncommon, but where there are still 
some outfits who think 50 gpm is 
pressing your luck. 

There are upwards of 250 retail 
dealers in greater Boston, large and 
small. The majority of the larger com- 
panies are pumping 60 gpm or better. 
But there the similarity ends. 

Take Company X, a truly graphic 
example. Advancing to 80 gpm in one 


big jump, they found they were oper- 
ating at 100 pounds pressure with 
their 2 inch rotary pumps. When the 
pumps were engaged at idle the en- 
gines would stall, so they found means 
to increase engine speeds to 800 rpm 
while engaging the pumps. The truck 
manager shakes his head sadly in de- 
scribing the tangle of work necessary 
to keep the trucks on the road, Trans 
missions, power take-offs, universals, 
pumps—nothing seems to stand up. 
But the front office chooses this as the 
lesser of two evils, less expensive than 
putting more trucks on the road and 
paying extra drivers at union scale. 
Of all the comparisons that could 
be drawn here, one of the happiest is 
that of the DeBlois Oil Co. of Paw- 
tucket, Rhode Island. After much re- 
search and discussion this progressive 
company pulled a five-year-old work- 
horse off the road and put it in the 
shop for a complete going over. Most 
significant was the change in piping, 
2-inch all the way to the reel, elimi- 
nating every unnecessary tee and el- 
bow. New 1% inch hose was installed 
(the drivers are on an incentive plan 
that works). A new type nozzle 
itself. 
Among other well-recommended items 


gained seven gallons all by 


was a proven device that revved up 
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Charles DeBlois (left) and J. Moise 
Jutras, dispatcher for DeBlois Oil Co. 


the pump only when oil was flowing. 

No major equipment changes were 
made, such as pump, meter, power 
take-off. The purpose was to stand- 
ardize at the lowest possible cost, 
which meant, in this initial step, utiliz- 
ing all present equipment that was 
still in good condition. 

The old workhorse, shining like 
new, and like new in every respect, 
was then used hard for about six 
weeks, and proved conclusively that it 
could deliver 75 
through its 2-inch rotary pump with 


gpm _ consistently 


no sweat. It became the basis for a 
program of unit standardization—at 
rock-bottom initial and operating cost. 

The story of American industry is 
one of standardization—assembly line 
—automation. Retail fueloil delivery 
is an industry, and as such is certain- 
ly no infant. At least one of the main- 
stays of industrial growth—standard- 
is applicable to its methods. 
Why then is it such a paradox of con- 
flicting theories when the facts have 


ization 


been so clearly and completely pre- 
sented? 


Additional Information 


Most of you whe read this have 
already read or heard nearly every- 
thing that has been written and be- 
lieve most of it—and have applied the 
various techniques set forth to your 
own methods and company policies. 
That's why you are reading this. You 
know you can’t afford to let anything 
get by you in this highly competitive 
era, So you glean every bit of knowl- 
edge you can from everything even 
remotely pertaining to the subject. 

But here’s the catch: ““Most of you 
who read this” does not apply to the 
majority of dealers. This becomes ap- 
parent when interviewing hundreds 
of dealers in a representative area. 

How about the smaller companies? 
They really count when you consider 
them all together. But they’re not to- 
gether, you can bet on that. You'll 
find more divergence here than in the 
large companies. And here is a per- 
tinent fact: While the two-truck job- 


June 
60 1960 





bers’ average is down around 35 gpm, 
the five-truck outfit is up to 60, and 
the average seems to taper in between. 

Some five-truck companies don’t 
consider themselves small and in truth 
they are not. They think big and op- 
erate big. Burton-Furber of Boston 
operates five retail trucks, four of 
which pump 90 gpm, and their yearly 
total is impressive. Tell them that 
some companies are still below 40 and 
they'll think you're kidding. 

One of the most controversial prob- 
lems of all is the question of engine 
speeds while pumping. This seems 
strange, since most dealers rely on 
their equipment jobbers to keep them 
up on the latest and best recommenda- 
tions. Apparently the development of 
the square and oversquare engine of 
today has not influenced the thinking 
of some equipment men to any degree. 
This can be illustrated by two actual 
cases 


Case Histories 


Unit 1. Two inch pump, nice easy 
flow lines of two inch piping through 
to a reel equipped with 1% inch hose, 
delivering 50 gpm at an engine speed 
of 800 rpm. You don’t learn what the 
power take-off ratio is because the 
dealer doesn’t know. He left that to 
the equipment company. In this case 

happy choice! 

Or don’t you agree? 

Unit 2. Same pump, same size pip- 
ing well done, same meter, hose and 
nozzle, delivering the same 50 gpm at 
500 rpm, PTO ratio also unkown. That 
sound better? More economical? 

Unit 1 has been in continued serv- 
ice for three years. The truck engine 
runs as sweetly as when new, has re- 
quired no service except regular tune- 
ups, and burns no more oil than when 
new. 

Unit 2, in service 3/2 years, needs 
an engine replacement. It is excessive- 
ly noisy, has insufficient power, often 
stalling when the pump is engaged, 
and burns oil at a prohibitive rate. 

The dealer owning Unit 1 says, 
“I'd fire a driver who made a practice 
of lugging a loaded truck up a hill 
without down-shifting. Then why 


force the engine to lug while pump- 
ing?” He reads a lot. 
The owner of Unit 2 was amazed 


eloil 


Bob Sutton, Burton-Furber, has four 
trucks pumping at a rate of 90 gpm. 


and delighted at first that he could get 
his wanted gallonage at idling speed, 
but now he’s not so sure. He’s inclined 
to cuss out the make of truck and his 
lousy luck, but he’s a thinking man. 
At last report he was looking up rec- 
ommended engine speeds under load 
and asking some pointed questions of 
his equipment dealer. 

Some will question this comparison 
and say it is an isolated instance, that 
the wornout engine could be a lemon, 
that other factors could be involved. 
True. But consult any authority on 
truck engines before closing your mind. 

Do your drivers dictate delivery 
methods and speeds? Don’t laugh. This 
condition is by no means uncommon, 
even in some large companies. It de- 
velops in most cases where drivers are 
hard-working and conscientious and 
the boss has learned to depend on 
them not wisely but too well. This is 
a touchy subject and many shy away 
from any discussion of it, but the facts 
keep popping out whenever methods 
are described. 

The manager of one of the largest 
companies is very much in favor of 
standardization and has taken several 
steps toward it, but now he’s stymied. 
His truck superintendent applied the 
new ideas to one truck as directed. 
The driver of said truck is a rugged 
individualist who maintains the ex- 
periment is no good, that his own 
methods are best, and on his own has 
nullified the new additions. He claims 
that, knowing every fill on his routes, 
he knows just how fast he can deliver 
to each, and the speeds vary from 20 
to 50 gpm, no more. Picture if you 


can a driver adjusting his throttle ex- 
actly right, at different speed each 
time, for hundreds of fills, with no 
loss of time. His trick clothespin-and- 
rubber-band device falls off the throt- 
tle occasionally, but after all nothing 
is perfect. 

Queried about one device installed 
on the truck, the superintendent ad- 
mits it does everything it’s supposed 
to do and works fine, but—the driver 
doesn’t like it. Another question: 
How about the new driver who can't 
call every fill by its first name and isn’t 
familiar with flow rates at X throttle 
settings? Answer: Joe’s a good man. 
He ought to know whether anything's 
good for us or not. 

Driver resistance to new methods 
is often determined by the factor— 
incentive or no incentive. Companies 
with incentive plans that work often 
must keep a check-rein on drivers. 


Directing Drivers 


One tidy five-truck outfit in Rhode 
Island presented a brand new 3,000 
gallon cab-over to a driver who was 
favored for his virtues. He abhorred 
abuse to equipment, was reliable, 
cheerful and industrious. Perhaps the 
last should be first? The new truck 
had everything but a private bath. 
Pumping capacity was over 100 gpm, 
and the driver chirped that now he 
could make a real week's pay without 
tearing his equipment to pieces. 

“Set that throttle to give me 80 
and watch me go!” he grinned. 

The owner shook his head, smiling, 
“We're not quite ready for that, and 
you should know it. We'll have this 
set for 60 gpm, and if you monkey 
with it I'll break your arm.” 

It was a pleasure to see the easy 
going way this point in policy was 
resolved. But in many companies try- 
ing or having tried an incentive plan, 
one of the biggest headaches is abuse 
to equipment. This is an old story, of 
course, but there are ways to mini- 
mize such abuse without going over- 
board for oversize equipment, De- 
Blois proved this. So have others. 

No, the big controversy is not 
among the technical men and writers. 
It's among the dealers themselves. 
That is the American way. You don't 
have to agree, so you don’t. 





Convention of New England Oil Men 
Ya) 


enjoys record-breaking Attendance 


if ee LARGEST ATTENDANCI 
recorded in its history 
achieved at the 36th annual conven 
tion of the Independent Oil Men’s 
Association of New England. The af 
fair took place at Boston’s Statler-Hil 
ton Hotel on May 5, with nearly 5 
attending the opening luncheon and 
more than 1,500 at the banqui t which 
ended the day’s program 

During the afternoon ther 
fueloil dealer forum, covering thre: 
topics of interest 

Featured speaker at the luncheon 
was Robert H. Scholl, executive vice 
president, Esso Standard Division of 
Humble Oil & Refining Co., in a talk 
entitled, “Oil heat Opportunities in 
the Years ahead.” In general. he out 
lined five areas of progress which the 
oilheating industry should pursue 

“The first of these areas of prog 
ress,’ Scholl said, “has been in oil heat 
promotion, both by individual compa 
mies and on a cooperative industry 
basis. It adds up to a well-planned 
campaign to tell the public, positively 
and constantly, about the advantages 
of automatic oil heat.” 

Next is a closely-related area, hi 
continued. “We must not only sell 
heat; we must sell comfort, conven 
ience, cleanliness and we must deliver 
what we sell.” He went on with a 
Esso’s Heating 
Efficiency Program, covered in more 
detail in FugLomw & Ow Hear, April 
1960. 


Oil heat research is the third area 


brief dese ription of 


of progress where “tremendous 


strides” are being taken. Scholl re 


ferred to the API project undertaken 
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it Battell 


ite program of 


Memorial Institute and the 

Operation Oil 

Associates, organized by fueloil 
rs 

these 


lescribed activities as 


proof of the importance the 
industry is placing on the fu 
cioa® 
fourth area where progress 
made is in the sale and service 
f oilburners. New oilburner installa 
tions represent a vital responsibility of 
every oil heat marketers. But we must 
not only deliver what we sell. we must 
service what we sell,’ Scholl said. Fur 
ther, “If we can serve our customers 
better, we have a real opportunity to 
increase our volume through the rec- 
ommendations of satisfied customers.” 

A final area of progress suggested 
by Scholl lies in the development of 
new uses for heating oil. The oil-pow- 
ered house, for example, isn't here, 
“but it is nearer to reality than most 
of us think.” 

“All of these areas I have men 
tioned present opportunities to you 
is oil heat marketers. Oil heat promo- 
tion On a cooperative as well as a com- 
pany basis is a real forward step. The 
new emphasis on delivering what we 
sell and servicing what we sell are 
challenges which we can’t ignore. And 
the research going on for better oil- 
burners and other equipment to spur 
the use of heating oil is most encour 
aging 

Scholl also warned that the coal in- 
dustry is waging a determined cam- 
paign to limit the consumers’ freedom 
of choice among competitive fuels. He 


pointed out that coal spokesmen are 


Panelists Williams, Briggs and Lurio as 
they addressed the IOMA fueloil forum. 


subtle, “But, obviously the hope is for 
government action to regulate oil and 
gas out of some of their markets.” 

Consumers should not be told 
by Congress what fuel they should 
burn, whether “in the guise of a na- 
tional fuels policy, or in any other 
way, Scholl said. 

The subject of the afternoon fuel- 
oil dealers’ forum was “How to get 
new fueloil Accounts.” First panelist 
was M. S. Lurio, president and treas- 
urer, Lexington Corp., Boston, who 
covered the subject from the stand- 
point of “Buying out a Business.” 

Next, Paul R. Williams, Arkla Air 
Little Rock, 


Ark., told dealers how to get new ac- 


Conditioning Corp., 
counts through selling Sun Valley oil- 
fired airconditioners. This is an ab- 
sorption-type year-round unit that 
uses a single oilburner to heat in the 
winter and cool in the summer. 
Williams outlined his company’s 
sales policy of selling quality installa- 
tions through quality outlets. He re- 
vealed that Arkla is now operating 
with this unit in three test markets, 


Long Island, N. Y., North Carolina 


and Florida 
Building Prestige 


William Briggs, president of Valley 
Oil, Portland, Conn., wound up the 
program with a description of meth- 
ods he uses to get new accounts 
through company promotion. His prin- 
cipal emphasis was on the company’s 
responsibility to build a backdrop of 
advertising and promotion to establish 
the company in the community, to 
build company prestige and start an 
automatic flow of business. The sales 
man ties in with this backdrop by the 
establishment of a feeder system, 
whereby in time he will be getting a 
steady stream of prospects 

Briggs concluded with the observa- 
tion that company advertising, every 
phase of which contributes to the es- 
tablishment of an automatic flow of 
business, plus the salesman’s feeder 
system makes for an unbeatable com- 
bination in securing new fueloil ac- 


counts. 
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AMERICA’S MOST WANTED OIL BURNER 


RE-STYLED...RE-ENGINEERED 


TO ACHIEVE NEW BEAUTY o% 
AND AMAZING ECONOMY 0 
--»PROVED TO SAVE UP TO 


Here’s the revolutionary oil burner that gives you a better sales 
story—and a better profit picture! With the Winkler LP Oil 
Burner you have something to talk about beside price! 
Noted designers have styled the LP Burner in the most modern 
manner...skilled engineers have developed the low pressure prin- 
ciple of operation to a peak of efficiency. 
The Winkler LP is distinguished by its non-clog nozzle and posi- 
tive action fuel meter which permit exact sizing of the burner to FEATURING THE EXCLUSIVE 
the heat requirements of the building...avoiding the penalties of 
frequent cold starts. And with the LP, costly service work is HEAT-KEEPER 
virtually eliminated. Pe a ai 
Write today for full information on how to obtain a Direct a a ~< 
Franchise for the Stewart-Warner-Winkler LP Burner and com- economical oil heat- 
plete line of furnaces, boilers and cooling equipment. ing...prevents 
“stand-by” loss 
when burner is off! 


CLOG PROOF NOZZLE The Hent-Kesper is 


an automatically 


GUARANTEED IO YEARS operated gate which 


Won't clog with dirt particles opens slowly to the correct air setting for proper 
or change capacity with vary- combustion when the burner starts and closes 
ing oll viscosity. when the burner stops. When closed, the Heat- 
Keeper effectively seals heat within the furnace 
or boiler. 


Symbol of 
ee 


Excellence HEATING AND AIR CONDITIONING DIVISION 
Dept. H-60, Lebanon, Indiana 
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State of Florida 
OILHEATING MARKET REPORT 


Ni JACKSONVILLE-AREA — ¢ 

market was described in ; 
OHMR “Initial Market Analysis.” Chang 
ing conditions since then require a broad 
er view of the Florida market, to include 
at least 14 key oilheating counties through 
out the state These county-area are 
Dade, Duval, Volusia, Orange, Union 
Bradford, Putnam, Leon, Bay, Hells 
borough, Manatee-Sarasota, Pinellas, Up 
per Pinellas, Palm Beach and Polk 


Florida is growing at the rate of 550 


new people every day. Four hundred of 
these, typically, are former residents of 
other states. The state's four and a half 
million population, resulting from a 60% 
increase in the last eight years, now ranks 
it as twelfth in the nation despite its 
twenty-second place in land area. Almost 
all this growth has been in the metro 
politan sections 

Home ownership has increased in keep 
ing with this dynamic expansion. The 
complexion of the state's population has 
changed, too, from one of elderly, retired 
people to young families (school enroll 
ment has jumped over 68% in threé 
years) 

Florida's economy, geared in years 
to its tourist business, now looks t 
expanding industrial growth. Paced 
Canaveral Harbor, the electronics indus 
try and its allied fields have given Flor 
ida its greatest year-round payroll 

Florida’s weather varies from the nortl 
ern to southern parts of the state by 
much as 20 degrees, though an ov 
pattern prevails. This ranges from 
degree weather in the north to 5 
weather in the south. Frequent 
snaps last from two to five days 
periods of mild weather acting as a 
er for four to eigat days. Fueloil wea 
with evenings below 46 degrees, is com 
mon from the central section northward 
Because of this wide fluctuation, the de 
gree-day system has never been effective 
in Florida 

Generally, yravity-fed, pot-type space 
heaters, using kerosene, are the predomi 
nant heating systems in small homes 
throughout the state. Central heating sys 
tems using diesel fuels and gun-type 
burners are increasing in popularity, par 
ticularly in the northern areas of the 
state, and in the larger, more expensive 
homes. This type of burner is the major 
source of heat for most of the state's 
thousands of motels and hotels. At the 
beginning of 1959, the state had a total 
of 71,924 distillate oilburners in use 


Fueloil Marketing 


The marketing of fueloil in Florida 
differs greatly from most other sections of 
the United States, since the vast majority 
of home fueloil storage tanks are 55-gal 
lon drums and “keep-filled” service is im 
possible 

The absence of customer contracts 
makes every customer fair game for all 
dealers, resulting in a highly competitive 
market. Since the average delivery is 32 
gallons per drop, competition is centered 
on service rather than price. For the most 
part, Florida fueloil dealers depend on 
their customers calling them and request 
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p Therefore, most dealer ad 
vertising has been slanted at making a 
telephone ring 

There are these general classifications of 
fueloil dealers in Florida 

Independent Dealers 


if delivery 


These companies 


sell under their own name, with no sup 
plier's name mentioned on their trucks or 
in their advertising. They carry their own 
accounts receivable and purchase their 
product in the open market, usually from 


r r two sources 

Integrated Dealers—Either major job- 
or independents, who tie their sup- 
name to their own in advertising 
of these dealers use their supplier's 
sy card facilities on a limited scale 
1 carry their own accounts receivable. 

[There are other methods of sales 
Miscellaneous Sales—Because Florida's 
old snaps are of short duration and many 
omes are not equipped with central heat- 
ystems, much of Florida's kerosene 
one-to-five gallon lots directly to 
tomer who needs “just a little more 
hrough the winter,” and doesn't 


> minimum 25-gallon charge 


ajor Oil Company Tank Wagon Sales 

some tew cases major companies 

a minimum amount of equip 

nk wagon sales. However, most 

are to fufill a contract or pre 
agreement 


Competitive Fuels 


Bottled Gas,” either propane or bu 
has had limited acceptance through 
state because of its high cost. The 
f homes using this type of fuel 
loil for heating purposes 

ifactured Gas is available in only a 
tew of the state's major population cen- 
ters, and has made very little or no gain 
in the past few years. The present plans 
for the opening of a new system by the 
Houston Corporation will be the first such 
expansion effort in the state. This new 
ystem will introduce natural gas to Jack 
sonville with completion of a 2,654-mile 

pipeline from McAllen, Texas 
Electricity is increasing in popularity 
in central and southern Florida, even 
though it is the most expensive type of 
heat available. Limiting factor in the ex- 
pansion of electric heat is the fact that 
the Florida Power companies are taxed 
to the extreme now to keep up with their 
present growth, and have discouraged 
homebuilders from installing electric heat 


Fueloil retail prices in Florida vary in 
different markets. However, the following 
prices are representative of general condi- 
tions 


Retail 
Kerosene 18.5¢ per gal. 17.5¢ per gal 
Diesel 17.2¢ per gal. 16.2¢ per gal 


Commercial 


Heating fuel Sales 


Kerosene Sales—The Florida Depart- 
ment of Agriculture records the statewide 
retail sales volume of kerosene as follows: 


Dates Gallons 
6/1/56-6/30/57 112,800,000 
6/1/57-6/30/58 191,100,000 
6/1/58-3/1/59 136,205,000 


Florida's 1958-5¥ heating season was 
one of the warmest on record, yet fueloil 
sales for this period (to 3/1/59) were only 
54,900,000 gallons behind the entire year 
of 1957-58 

Number 2 Diesel Fuels—-The United 
States Bureau of Mines reports available 
for the years 1956 and 1957 indicate the 
following No. 2 fueloil sales in Florida: 


Gallons 
266,574,000 
267,624,000 


Year Barrels 
1956 6,347,000 
1957 6,372,000 


Kerosene sales, in representative mar 
ket areas. are reflected in the following 
records: 


1956-57 1957-58 
Orlando area 12,611,000 18,288,000 
Miami area 7,170,000 10,163,000 
Jacksonville area 28,443,000 41,267,000 
Tampa Bay area 43,815,000 66,980 000 


Each general market reflected an in 
crease in sales over and above the normal 
fluctuation of the market due to differ 
ences in weather 


Industry Organization 


The Better Home Heat Council of Flor 
ida, Inc., az: association of some 14 local 
dealer groups, is organized as a division 
of the Florida Petroleum Marketers Asso 
ciation 

The Better Home Heat Council, Inc 
requires no membership dues. Its govern 
ment is vested in a Board of Directors 
and officers. This group formulates de 
cisions on the geographical jurisdiction of 
the local councils, general advertising poli 
cies, and disbursement of advertising funds 


Industry promotional Program 


Drawing upon the experience of other 
oilheating markets, the Florida Council is 
basing advertising plans upon the follow 
ing general themes 

1. “Little Bill promotion, built around 
use of a popular cartoon oilheating char 
acter developed by the Oil-Heat Institute 
of Long Island, New York 

2. Billboards, to be patterned after posi- 
tive approaches as used in the Baltimore, 
Maryland, market. 

3. Tank Wagon Signs, with monthly 
copy changes, to be scheduled for use on 
all equipment. 

4. Builder Promotions to include coop 
eration with local builders in home shows, 
parade of homes, and other projects 

5. Electric Utility Cooperation, to be 
sought in promoting a tie-in of oilheat 
with electric lighting and cooking 

6. State-wide Communications Programs 
to employ professional counsel to the full- 
est extent possible. 

Media to be used include newspapers, 
radio and television, and the advertising 
and public relations agency, Woody Kep- 
ner Associates, Inc., of Miami, guides the 
group's planning. 

Funds, at the marketer level, for sup 
port of the promotional program are based 
upon assessments upon each dealer mem- 
ber of the local councils of 6¢ or 10¢ 
per gallon of tank wagon capacity, ac- 
cording to type of dealer 

The State Council acts with advisory 
powers over local council promotional ex- 
penditures 

The balance of the state wide budget 
is used for the central public relations and 
advertising campaign, aimed at coordinat 
ing the activities of the local markets 
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Outselling Gas 
on commercial Jobs 


It takes vigorous, personal 


Demonstration, but It works 


by Robert Tewalt* 


I lr Is COMMON KNOWLEDGE that gas 
is our most formidable compet- 
the space heating field but 
every day the gas people are finding 
it more and more difficult to success- 


itor in 


fully compete with oil, especially in 
established markets such as we have 
in New Jersey. 

In our area we are unwilling to 
give gas any quarter whatsoever on 
comfort, convenience, cleanliness, op- 
erating efficiency or dependability; 
and on safety and cost oil enjoys 
distinct advantages. Futhermore, the 
trend to oil is accelerating as is shown 
by last year’s records which indicate 
substantial increases in all categories 
nationally of oilburner sales and in- 
stallations 

In the belief that actual experiences 
and case histories are more convinc- 
ing than are platitudes and theories, 
we herein cite instances where we 
have met our principal competitor and 


*Executive Director, Gold Seal Fuel As- 
Jersey City, N. J., a partici- 
pating organization in the National Fueloil 
Council 


sociates, Inc 


have come out the winner decisively 
in commercial and industrial heating 
against gas in our New Jersey market. 

Perhaps our most spectacular vic- 
tory over gas has to do with low rent 
housing projects owned and operated 
jointly by the Housing Authority of 
the City of Jersey City and the Pub- 
lic Housing Administration. There 
are four projects involved; namely, 
Marion Gardens with 462 family 
units, Lafayette Gardens with 490 
units and Montgomery and Hudson 
Gardens. When these houses were 
built some 10 to 15 years ago their 
boilers were equipped with Illinois 
chain grate stokers and up to the be- 
ginning of the current heating season, 
have been burning barley coal. 

In July 1958, quite by accident, we 
learned that the local Housing Au- 
thority, with the approval of the 
Regional Office of the Federal Public 
Housing Administration, had decided 
to convert these four projects to gas 
heat and had already hired an out- 
side local engineer to draw specifi- 





While the author of this ar- 
ticle has been connected with 
the fuel business for thirty 
years, he is not an engineer. 
The fact that he was able to 
do the work in the cases it 
cites which led to good results 
for oil, shows what oilheat 
people can accomplish on 
their own. It is a good idea 
to check final figures with a 
heating engineer—and there 
are a number available (on 
fee or otherwise) in the in- 
dustry. Read this article for 
practiced examples of how 
and when to act to win against 
gas in commercial and indus- 
trial heating. 
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cations and receive bids for th 


version of two of these jobs 
Our first move was to borrow 
the Authority copies 
analyses on which decision wa 
to gas. When we firs 


proached the local Authority wi 


I ue al 


to convert 


told the case of converting t 
closed and that if we wanted to have 
should go to the 


Regional Ofhce ot the Fedk ral Pul lic 
Ne W 


it reopened, we 
Housing Administration in 
York 

A careful examination of the heat 
ing cost analyses on which they dé 
cided to convert to gas, indicated that 
the Authorities had 


misled by their analyst by virtue of 


Housing been 


his having used incorrect and un 


sound basic data. In the case of 
Marion Gardens, the one project with 
which we will deal here, their origi 
nal analysis showed the data contained 
in TABLE | 

We 


Chief of the Regional Engineering 


succeeded in convincing the 
Department and the local Authority 
that their cost analysis was fallacious 
and then submitted our own, wherein 
we used basic data which have been 
approved and accepted by competent 
research laboratories and reputable 
heating engineers, which showed the 
data contained in TABLE IL. 


. . Outselling Gas 


we convinced them that in- 
ing $14,990 annually by 


ras heat, it would cost 


more to heat with gas 
urrently costing to heat 
eir absurd 
n $10 per 
Ir Satisfaction 


No 6 fuel 


heating cCOSt Wi uld 


converted to 
innual 


15 less than they are current- 


Exterior view of Marion Gardens, Jersey 
City, N. J., and a look at the oilburner 
installation in one of the projects two 
boiler rooms. Originally this job was 
slated to be equipped with gas heating. 





TABLE 


Operations total cost 
Annual net savings 
Improvements cost (est’d) 
Amortization period 
Years required to 
recapture new investment 
Net cost of operation per 
dwelling unit per mo 


Coal 
. $64,720.00 


2,306.00 


Operations total cost 
Annual net savings Loss 
Loss 
Improvements cost 

(est’d.) 
Amortization period 
Years required to recap 

ture new investment 
Net cost of operation 

per dwelling unit 

per month 





I 


Gas No 6 Fueloil 
$49.7 $43.576.00 
14.990.00 21.153.00 
24,000.00 48 .000.00 


2 > 
30) ) 


years «\ 


30.00 


years 
1.60 yrs 


8.97 


6 Fueloil 

$43,405.00 
vs coal $21,315.00 
vs gas $23,621.00 


Gas No 
$67.026.00 
vs coal $ 2,306.00 
vs oil $23,621.00 


24,000.00 42,000.00 

25 years 20 years 
never! 

operating loss 


with 1.97 yrs 


12.09 
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ly spending for coal and $23,621 
less than it would cost them to heat 
with gas 

In submitting our analysis, we ex’ 
plained that their analyst had erred: 
in the Btu content of a pound of bar 
No 6 
fueloil; that apparently he used 604 
Btu 


quantity required but failed to ad- 


ley coal and in a gallon of 


mixed gas 1n- estimating the 


just the 325 Btu published rate from 


manufactured to mixed gas; that his 











If your men sit down while waiting for a shipment of firebrick . . . then, surely, this must cost you 
money! Every Heavy Oil Burner Contractor knows that profits depend upon having materials on 
the job simultaneously with the work crew. At today’s high cost of labor, man-hours charged to 
any one job must be kept to a minimum. 


If these sit downs are common practice, if waiting around for firebrick becomes part of the work 
routine, then the lost time must be paid for by the customer! 


To insure delivery of refractories when they need them, where they need them, cost-conscious 
burner contractors call on the only large manufacturer of refractories equipped to service the 
Heavy Oil Burner trade with quality products from its own local stocks, by its own employees, in 
its own trucks. When entire refractory requirements are met by one source, minimum time elapses 
between order and delivery, work deadlines are met, costs are lower. Get all the facts. Call 
GREFCO’s local warehouse. You'll be glad you did! 


GENERAL REFRACTORIES COMPANY 


In New York City: 34-40 Laurel Hill Bivd., (Maspeth) RA-9-5353-4-5 
In Elizabeth, N. J.: 565 Division St., EL-2-5324 
In Philadelphia: 2950 East Tioga St., GA-6-6432 
Also in Chicago, Los Angeles, Detroit, and Troy, N. Y. 


Similar services available from many GREFCO dealers located in the U. S. and Canada. 
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KRAISSL 
CLASS 72 
STRAINERS 
AND FILTERS 
FOR OIL 
BURNING «© 
SYSTEMS ic 


Eliminate filter replacement costs 
—reduce supply problems. Com- 
plete range of sizes—from *4" to 
6”—pressures to 600 psig; broad 
range of separation. 


Check these design features ... 


1. Hand screw requires no special 
tools. 

. Handle shields side in use. 

. Accessible closure for easy basket 
cleaning. 

. Continuous separation is provided 
without flow interruption even dur- 
ing changeover. 

. Tapered, anti-wedging valve plug. 

. Drain connections on each basket 
chamber. 

. Interchangeable low cost baskets. 

. Assembled bodies tested under 
pressure in accordance with under- 
writers’ specifications. 

. Spring handle holds basket on seat. 
Independent stuffing box gland. 

. Adjustable locking flange estab- 
lishes valve clearance. 


Industrial fuel oil burner 
specialities ... 


@ Reduction-drive pumps 

@ Direct-connected pumps 

@ Rotary air pumps 

®@ Single-Duplex separators 
Write for Bulletin A-1803 


Cy KRAISSL co.«. 


295 Williams Ave. 
Hackensack, N. J. 
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. . « « Outselling Gas 


estimated cost of 11¢ per gallon for 
No. 6 fueloil was about 50% too 
high; that the Public Housing Admin- 
Washington 


the life of a gas burner at 25 years 


istration in estimated 
instead of 30 years; that his estimated 
cost of converting to oil was approxi- 
mately $6,000 too high; that his 
boiler room labor estimate of six men 
for coal, one-half man for gas and 
two for oil was not correct; and the 
figure of over $10 per ton for labor 


to burn barley coal was ridiculous. 


While we did not dwell upon the 
boiler room labor cost for coal, we 
did get them to admit that the boiler 
room labor requirements should be 
the same for gas as for No. 6 fueloil. 

Finally, we explained that the burn- 
ing efhcencies of 45% for barley 
coal. 70% for gas and 60% for No 
6 fueloil, used by their analyst, were 
wrong and had more to do with 
throwing his analysis out of kilter 
than all other errors combined. We 
Public 
Housing Administration Bulletin No. 
LR-11 


ing engineers 1n 


directed their attention to 

published as a guide to hous- 

estimating the op- 

erating costs of various projects, 

which recommends the use of 60% 
barley coal, 67% for gas and 
for No. 6 fueloil. 

We stated further that with prop- 
er burning equipment the three fuels 
under consideration here could be 
burned at the same rate of efficiency. 
Actually, we stated it was not un- 
usual to find coal and oil being 


burned at 75% efficiency and that 
this statement has been and could be 


substantiated by competent research 


COMMERCIAL & 
INDUSTRIAL 
oilburning 


and heating engineers. 

We showed them a photostatic copy 
of the work sheet of a licensed heat- 
ing engineer, recording the results of 
tests which he ran on February 4, 
1953 at Montgomery Gardens on 
boilers equipped with chain grate 
stokers, identically the same as those 
currently being used in Marion Gar- 
dens. Three tests showed a burning 
efficiency of 80% on one boiler and 
82% on another one. 

In our analysis, however, because 
the boilers in question were about 15 
years old and further because the 
boiler rooms were detached from the 
dwellings, we used 70% burning efh- 
ciency for each fuel. 

The Chief of the Engineering De- 
partment of the Regional Office said, 
while relative burning efficiencies al- 
ways provoke arguments among heat- 
ing engineers, he was willing to ac- 
cept all the figures used in our 
analysis. 

After our presentation to the local 
Board the chairman said that he 
thought we had saved them from 
making a horrible mistake. At a sub- 
sequent meeting of the local Housing 
Authority they voted unanimously 
to abandon the idea of converting to 
gas and instructed their engineer to 
prepare specifications and obtain bids 
to convert the two projects under con- 


Grace Lutheran Church, Bayonne, N. J., another installation saved for oilheating. 
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NATIONAL AIROIL BURNER CO., INC 


1 
be® 


¢ 1284 E. Sedgley Ave 


e Philadelphia 





You may wish to check certain items 
in this advertisement and forward 
to those concerned in your company. 


ROUTE TO: 




















NEW! NATIONAL AIROIL TYPE C-45 OIL BURNER 


Pressure Atomizing Burner Specially Engineered 
and Approved for Nos. 4 and 5 Commercial Fuel Oils 


For reliable, quiet heating at lowest 
cost in buildings requiring 3,600 to 
12,000 square feet of radiation, your 
best investment is this new specially- 
engineered, proven, approved Na- 
tional Airoil unit. Its moderate first 
cost is paid for quickly through fuel 
savings and less service. And, its rug- 
ged design and precision construction 
assure many years of satisfactory 
operation. 


Heavy oil is heated to the correct 
atomizing temperature in an electric 
heater with an integral dual thermo- 
static control. 


Oil is atomized by pressure alone. 
The unit is furnished for on-off or on- 
off with low flame start operation. 


You’ll be pleasantly surprised at the 
easy starting, the orange colored, 
high temperature flame and good 
combustion secured with the Type 
C-45 Oil Burner, whether in a stan- 


P-13S51A 


dard cast-iron or steel fire box boiler, 
or in the latest type “pressurized” 
boilers. 


What’s more, the Type C-45 Oil 
Burner is an excellent replacement 
for light oil burners in the range of 10 
to 33 gph. The unit can be installed 
to use light oil without placing the 
electric oil heater in service, and 
change to No. 4 or No. 5 oil at any 
time in the future. 


Bulletin 100 T 
contains com- 
plete data on 
the Type C-45 
Oil Burner in 
its several nat- 
ural or induced 
draft models 
and pressurized 
model. Write 
fora copy 








today. 





Check These Plus-Value 
Advantages of the Type C-45 
Pressure Atomizing Oil Burner 


v No float valves to stick open or 
closed. 


Vv No oil level to maintain. 


Vv No air compressor or multipistons 
to lubricate, maintain or replace. 


v Simple, standard parts. 


Vv Aunit that is easily understood and 
serviced by any good oil burner 
mechanic. 


Vv As easy to install and service as a 
residential gun type oil burner. 


v All controls, except limit switch 
and thermostat, are mounted in 
enclosed control cabinet, factory 
wired and tested, with terminal 
block coded for easy field 
connections. 


y All air needed for combustion is 
furnished by burner blower—no 
secondary air openings are required. 


v Prepurge of cold oil and delivery 
of hot oil, of proper viscosity, right 
at the nozzle, before burner start. 
This insures easy, smooth start 
every time. 


y All valves and component parts 
are included. 


v Electronic combustion safety con- 
trols provide utmost in safety. 


v¥ Quality construction for maxi- 
mum years of reliable service, 
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for Modern boilers sideration to oil. They now are com- 


' HN! TH TT Lint pleting the first heating season on oil 
1] i ) | hi in two projects and the other two are 
will WN to be converted this Summer. 


Thus we stopped gas and gained 
PI g g 





approximately 25,000 barrels annual- 
ly for fueloil. 

Here is another one snatched from 
gas and retained on fueloil. Sometime 
in October of last year one of our 


member dealers, who had been sup- 














plying No. 2 fueloil to the Grace 
Lutheran Church in Bayonne, N. J., 
received a request to pump the oil 
out of a 1,000 gallon outside tank 
and install and fill a 275 gallon tank 
in the cellar. In response to a query 
as to what prompted this rather un- 
usual order, he was told the church 
was building an extension and upon 
completion would have a_ gas-fired 
central heating plant. 


As is too often the case, we were 


called in on this job after the building 


GENERAL was about half completed and also 


; . ‘ after the gas people through the 
Automatic Electric Immersion Heaters ee ee 


Meet High Cleaver-Brooks Standards! 


architect had the job sewed up. 
On our first approach we were told 


: ’ ; by the chairman of the building com- 
FUEL OIL PREHEATERS are vital to the start-up and operating 


efficiencies of modern boilers. Cleaver-Brooks Company of 
Milwaukee, Wisconsin, originator and largest producer of 
packaged boilers, uses General heaters as standard equip- 
ment. This choice, by a company which stresses operating 
economies, efficiency and compactness is a tribute to the engi- 
neering and manufacturing know-how that go into General 


Fuel Oil Preheaters. it was too late to do anything about 
changing their plans. Later, however, 


mittee that they had decided to go to 
gas; first, because the architect had 
advised that it would not be possible 
to build a chimney in the new struc- 
ture and second, they were told gas 


would be less expensive. Furthermore, 


More and more equipment manufacturers specify General 
heaters to get highest boiler output, long service life, and 
minimum maintenance. The General line of Fuel Oil Pre- 
heaters, industry’s broadest, ranges from 750 to 60,000 watts 
and offers many exclusive features which provide closer tem- 
perature control through rugged, simple design. 


he relented and agreed to permit us to 
make our presentation in behalf of 
oil. At that time we stated that it was 
dificult for us to understand why a 
church organization which is sup- 
ported by voluntary contributions 
from its members, should select one of 
the most expensive heating fuels avail- 
For complete details, able. We said from the standpx int of 
request Catalog EH-100. comfort, convenience, cleanliness, 
burning efficiency and dependability 
there was practically no difference be- 


GENERAL 1s om ptalct—metel sal ANY tween gas and oil but that oil, definite- 


ly was safer and less expensive. 








EAST GREENWICH. RHODE ISLAND We reminded the church officials 
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FOR MAXIMUM HEATING YH wars.“ 
OR EXHAUSTING EFFICIENCY mm / Power Flame 


boa \ HAS THE RIGHT BURNER 
AT LOWEST COST ‘ FOR MOST APPLICATIONS. 


Suneute 0.000.008 One single source of burners for most every applica- 
and 2,855.87 tion—that’s what Power Flame offers you! In the 


= 
S ecify sees Pustoutes fact-packed Power Flame Catalogue, you'll discover 
eee Saeees Cae a complete range of models and sizes in atmospheric 
burners, power burners and combination burners. All 


e designed for lowest installation and maintenance 
costs...all “torture tested” for highest efficiency 
UiCc r@ and dependability. Hot idea: Next time, consult 


Power Flame first! 


POWER-DRAFT UNITS 

DESIGNED FOR RESIDENTIAL, Combi-matic 
COMMERCIAL AND INDUSTRIAL Dual Fuel 
APPLICATIONS Gas-Oil Burners 


With these out- — 
* No motors, fans or bearings in exhaust line standing features: 
* Needs no stacks * Acid-resisting vitreous © Completely factory assembled 
enamel finishes * Extremely high static pres- “ eT cnidsttinn sell d by 
sures now available @ Automatic air change for each fuel ye men ad 
FOR HEATING PLANTS AND INCINERA- ° _ “+ -—s my igen system Inc. 
TORS .. . Quickdraft provides constant draft Cras Oo ees oe — > 
for efficient and economical combustion. It elim- FGO = a wed nee 
inates pulsating or chattering, puffing, smoking M COPACIUSS £0 5,500, . 
and sooting. Costly, tall, unsightly stacks are 


unnecessary. J "" -' Combi = matic ® 


FOR INDUSTRY .. . Quickdraft now offers 

extremely high static pressures for EXHAUST- ' Dual Fuel 
ING corrosive gases, abrasives and paint sprays y 

... for CONVEYING all types of bulk materials ; : Gas-Gas 
or wastes that can be moved by air. 5 Burners 


FOR MOVING AIR in or out of buildings BFGG — For all gasses and Uigue- 

: : : : : fied Petroleum. A complete line from 
through ducts... Quickdraft is outstanding in 450,000 to 20,000,000 BIU. The BFGG 
performance and efficiency. f : Series incorporates many of the product 
Listed by features of the famous FGO Series. 
Underwriters’ Laboratories, Inc. 





Write today for complete literature, information 
Pe ee ' and specifications on POWER-FLAME’S Combi- 
To withstand corrosive gases, all Quickdraft units are avail- Matic dual fuel burners. Also get the facts about 
able in standard acid-resisting vitreous enamel, No. 316 THORO-MIX gas burners and POWER-FLAME 


Stainless Steel, rigid plastics (P. V.C.) and with plastic and gun type and spread type burners. 
Fiberglass coatings. 


a Be 6000006060060 00000006060 
Write today for Quickdraft Engineering Data. Owe ame 


Quickdraft Division, Inc. Jon'zcavrew" a3. 
CORPORATION P. ©. BOX 87-F. CANTON 1, OHIO 
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that by virtue of their institution | 
ing a non-profit organization 

had been buying their oil at a dis 
count. Further, the fueloil dealer al 
lowed long credit terms when needed 
If they continued with oil, they could 
always choose their supplier, have an 
ample fuel reserve on their premises 
to carry them over any emergency and 
continue to buy their fuel at a dis 
count and enjoy extra credit exten 
sions when needed—none of which 
could ever be made available by a 
public utility. 

We then explained that the central 
hot water heating plant which had 
been specified, could be fired either 
with gas or oil. Should they select No 
2 fueloil, the cost of building a 42 
foot chimney and installing the oil- 
fired heating plant with a 1,000 gal 
lon tank, would be approximately 
$590 more than the cost of the gas 
fired plant. In the case of No. 4 fuel 


a ~ SALESMANSHIP - 


PRESSURE SWITCHES Here's an actual training course in sell- 


“D" Series Switch shuts 
off fuel if drop in fluid The 


or gas pressure occurs, "SELLING MAN" 


“114" Series Switch 
shuts off fuel if blower fails. 


Thousands sold. Factory Mutual and Underwriters 
Laboratories Approved. Standard equipment on 
leading products. Write for prices and litercture, and postage. 


FREE CIRCULAR — 


Dewey Gas Furnace Co. . . 
102. Baltimore * Detroit 2, Michigan fueloil & oil heat 


PROTECTION FOR: Oil Burners —Industrial New York 36, N. Y. 


ON7-Tieeelile me stell (tat eh ae @ lela il a: l-ta 


. . « « Getting commercial Oilheating 


1 


with a 2,000 gallon tank, the extra dealers comparative cost figures which 
st would approximate $1100 indicated that the owners could save 
We placed especial emphasis upon annually approximately $2800 should 
fact that they would be called they elect to heat their 228-room 
upon only once to meet the extra in- house with No. 4 fueloil. As a result 
stallation cost, whereas the annual of our presentation, our member deal- 
ivings on their fuel bill would be er was awarded the contract to in- 
repeated each year. In the case of stall the heating plant, fired with No. 
No. 2 fueloil this would approximate 4 fueloil. 
$500 and should they elect to use As icing on the cake—a house on 
No. 4 fueloil, the savings would be Summit Ave., Jersey City, N. J., is 
over $800 annually. just completing its first heating sea- 
Despite the original statement that son with a new central oilfierd heat- 
a chimney could not be built inside ing plant which one of our members 
or outside of the new building, it is installed, replacing three modern gas- 
being built inside and our member fired furnaces. Within the past 60 
dealer has the contract to install the days another one of our member 
oilfired plant and to continue to sup- dealers installed No. 2 oilburners in 
ply the oil a two-family house on Ogden Ave., 
Over in Bergenfield, N. J. there are Jersey City, to replace gas. Both of 
three partners who own two apart- these owners converted to oil be- 
ment houses which are heated with cause gas Was too expensive. 
No. 4 fueloil. They decided to build We can expect more of this activity, 
a third 63-family house. Here again, too, as long as we act aggressively to 
before the building plans had been sell oil. 
completed, the gas people were on the Act with the facts which fit your 
job and had the architect and two of market and act promptly. The combi- 
the owners sold on gas heat. We sub nation will increase the trend toward 


mitted through one of our member oil. 





ing based on tested sales principles and 
techniques. 


This is specialty salesmanship with em- 
phasis on burner selling. A valuable book 
for your sales staff. Blue cloth binding, 
6 x 9 inches, 260 pages. The price only 
$4.00, plus 25c to cover cost of handling 


Please send your remittance with order to: 


2 West 45th St. 











June 
1960 





N. Y. Air Pollution Rules 
penalize oilburning Eqpt. 


THE MARCH 1960 issue of Air Pollu- 
tion Control News, published by the 
Department of Air Pollution, City of 
New York, contains the following 
concerning “New Rules in effect on 
equipment Filings”: 

“Amendments to the Rules and 
Regulations of Air Pollution Control, 
which liberalize filing requirements for 
fuel burning equipment, went into 
effect on March 15. 

“The amendments specifically ex- 
empt from filing all fuel burning 
equipment, of any size, in premises 
used exclusively as a dwelling for one 
and two families; fuel burning equip- 
ment, not exceeding 150,000 British 
Thermal Units per hour input, and 
gas-fired fuel burning equipment not 
exceeding 350,000 Btu per hour input, 
if used for hot water, heating or air- 
Other fuel burning 
equipment in the 150,000 to 350,000 


Btu per hour input category is exempt 


conditioning. 


from the permit requirements, but an 


informational form must be filed. 

“Gas-fired fuel burning equipment 
used for hot water, heating or aircon- 
ditioning, having an input greater 
than 350,000 Btu input her hour, will 
require the filing of a registration 
form in order to obtain a Certificate 
of Operation from the Department. 
A fee of $5 will be charged for such 
registration. Other fuel burning equip- 
ment of more than 350,000 Btu per 
hour input will continue to pay a fil- 
ing fee based on the size of the equip- 
ment. 

“Where the fuel used in existing 
equipment, operating under a Cer- 
tificate of Operation from the Depart- 
ment, is to be changed to natural gas 
on either a permanent or alternate 
basis and the equipment is used for 
hot water, heating or airconditioning, 
an amendment may be filed to obtain 
a new Certificate of Operation. The 
long-form application will continue to 
be used for all other alterations.” 

Commenting on this development, 
M. J. Reed, Socony Mobil Oil Co., 
and chairman of the Oil-Heat Insti- 
tute Technical Division, said: 


“In other words, we lost the battle. 
New York Air Pollution Control 
Commissioner Benline says that of 
17,185 complaints received last year, 
none was due to a gas-fired installa- 
tion. This, of course, is because com- 
plaints are made on the basis of visual 
emissions. It has been rather well es- 
tablished that natural gas can give off 
pollutants, as well as other fuels, but 
in the case of the former they are in- 
visible. Most air pollution control 
bodies are obsessed with visible smoke 
and are likely to ignore invisible pol- 
lutants. This was pointed out, but the 
argument was dismissed.” 

°, 


“ 


Albert J. Ruf has been appointed 
direct sales engineer, Hynes Electric 
Heating Co., Mountainside, N. J. The 
company recently announced that it 
was entirely independent after operat- 
ing for six years as a TECO division. 
Ruf will cover Southern New Jersey, 
Maryland, 
Delaware and District of Columbia 
for company’s line. 


Eastern Pennsylvania, 





For marimum 


eating Economy... JOHNSON FORCED DRAFT *3“”" BURNERS 


Get Smooth . . . Quiet... Exceptionally Efficient Combustion 
regardless of Stack Conditions and Firebox Pressures! 


These compact burners are available for firing on Oil only... Gas only ... and 
for Combination Oil or Gas firing. With either fuel, they deliver low-cost heat- 
ing with a minimum of servicing and supervision. There’s a size for every heavy- 
duty heating need, from 28 HP to 560 HP. 


These “package-unit” burners come to you completely assembled, 
wired and tested . . . ready for quick, inexpensive installation. 
Models are available for use with either Scotch Type or Firebox 
Type boilers. 


They are powered by the world famous Johnson 53 Burners which 

automatically maintain a fixed air-fuel-ratio regardless of variations 
in oil viscosity . . . thus insuring easier, faster “cold starts” 
when the oil in tank and fuel lines is cold and hard to pump. 
If you seek truly fine performance and low operating costs on 
your big heating jobs, by all means check up on these Johnson 
Forced Draft Burners. 


FOR SCOTCH TYPE BOILERS 


ohnson. Buhtehs ......+. 


S. T. JOHNSON CO. 
940 Arlington Ave., Oakland 8, Calif. 
Church Road, Bridgeport, Pennsylvania 


SCCCCHCCCHSCOSSCSOSOSSSOSCOOOCOCEOCOOESES EE 


Builders of fine Oil Burner Equipment since 1903 





The Money Machine’. 








...in which it buys enough pumps fo triple oil loading speed! 


“$3,700 a year! That’s what our $2,190 Monroe Accounting Machine *That’s what people are calling their 
saves us in accounting costs,” says Bruno F. Farinelli, President, Bromley Monroe Accounting Machines. Reason: 
Monroes save money by lowering your account- 


, ing costs... make money by freeing capital for 
tus for new loading stations so that we can load our trucks 3 times faster. your business to grow on. 


Fuel Service Co., Trenton, N. J. “This money provides pumping appara- 


a Monroe automatically even each cumnanet s next delivery -—-——-—FREE CASE HISTORIES ----4 
ate by degree days as it prepares his statement. Learn how Monroe Machine Accounting 


: a , earns more growth money for companies 
Lower accounting costs, additional growth money, extra information — like yours. Write: 


Monroe owners enjoy all these benefits and more. Why not Accounting Machine Dept. 16 
give your business a boost with Monroe Machine Monroe Calculating Machine Company 
Accounting? Prices start at $750! a L pedro ned —— 
See the MAN from MONR; E 
for CALCULATING 


[H ADDING » ACCOUNTING 
A DIVISION OF LITTON INDUSTRIES @ o/ DATA PROCESSING MACHINES 


Monroe Calculating Machine Company, Inc., Sales and service in principal cities everywhere. General offices, Orange, N. J. 
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No matter what brand of heating oil you now handle... 


MOBIL MEANS 
MORE CUSTOMERS! 





because more people buy Mobilheat 
than any other brand ! 


. and because Mobilheat distributors are 
armed with special hard-selling marketing 
plans that meet specific needs, that work in 
their particular markets. 


Right now, for instance, Mobilheat distrib- 
utors are riding the crest of one of the most 
successful marketing programs in the heating 
oil business. It’s Mobilheat’s Automatic Per- 
sonal Care plan—a good example of how 
Mobil gives its distributors what they need 
to bring in the business! 


America’s Largest-Selling 
Heating Oil! 


’ 


The largest-selling product, the best-selling tools 
and management counsel from Mobil will mean 
more customers for you as a Mobilheat dis- 
tributor. If you are interested in handling the 
Mobil brand, contact the Mobil Oil Company 
office nearest you for more information. 

-) 


v 


— 


WHEN YOU TAKE ON THE MOBIL BRAND... YOU'RE ON YOUR WAY UP! 


MOBIL OIL COMPANY, A Division of Socony Mobil Oil Company, Inc., 150 East 42nd Street, New York 17, N. ¥. 
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Big hit of M: 


evening 


ee 


In New York, Mr. and Mrs. Maney stayed at the fash- 
ionable Essex House. That’s Ray 
tive, drawing their attention to nearby Central Park 


y Gray, Guif Representa- 
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the 
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William D. Maney’s week-long visit to New York: An 


new 


hit musi 


il, “The Sound of Music.” 


— 
Famed ‘‘21,’’ one of the world’s great restaurants, was 
the scene of a gala lunch celebrating a big business year 
for Northboro Oil Company. 
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Successful Gulf Solar 
Heat Dealer Works 
Hard-Enjoys Life 


Attends OHI Show—sees New York ‘‘night life,’’ too. 


MR. AND MRS. WILLIAM D. MANEY of Northboro Oil 
Company, Northboro, Massachusetts, earned for 
themselves a “good time” in New York. They’ve 
worked hard to build the kind of business it takes 
to heat 80% of Northboro homes! 

Five years ago he switched to Gulf Solar Heat. 
It’s one reason why Bill Maney has one of the 
fastest growing fuel oil businesses in Massachusetts. 

‘Whatever success I’ve had I owe to good per- 
sonal service and a top-quality product,” he says. 
“T always gave good service. In 1955, I added the 
best quality fuel oil I could find. Since then, I’ve 
taken customers away from other dealers in town, 
and especially when the new hydrogen-purified Gulf 
Solar Heat became available. 

“Gulf’s promotion and advertising support has 
helped me a lot. I use all I can get. And Gulf’s 
marketing recommendations also do a good job for 
me; knowing how to sell is half the battle. Selling 
the best product is the other half.” 


Bill Maney sells the cleanest burning fuel oil avail- 
able—Gulf Solar Heat. He knows it burns eztra 
clean because of Gulf’s hydrogen-purification proc- 
ess, which gives him a big advantage over the local 
competition. 

His profits are bigger because Gulf Solar Heat pro- 
vides clean heat . . . forestalls most service prob- 
lems . . . saves him money on service calls. 

Phone your nearest Gulf office...now! Get the full 
story on new Gulf Solar Heat and the many ex- 
clusive sales and promotional advantages you can 
enjoy as a Solar Heat brand reseller. Do it today! 


A 


At the U.N. Bill and Jane Maney went sight- 
seeing at the United Nations enclave, one of the 
highlights of their wonderful week in New York. 


Gulf’s exhibit at the Oi] Heat Show received a 
good measure of attention, too. Here are Ray 
Gray and C, E. Kramb, Manager of Gulf’s Home 
Heating and Farm Market, congratulating the 
Maneys on the rapid growth they’ve enjoyed as 
a Solar Heat brand reseller. 


Go one better 


— G0 Gf estes 
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Doherty sparks membership 
Drive for hydronics Group 
R. 8. “SHEP’’ DOHERTY, A. W. Cash 
Valve Manufacturing Corp., Decatur, 
Ill., and national president of the Bet- 


CONDENSATE PUMPS 


ter Heating-Cooling Council, began a 
series of talks to local councils before 
the New York group, March 29. 
He told the hydronic executives 
here is no substitute for working 
ther. This is the theme for his 
ther talks before membership meet- 
ings in Cleveland, Seattle-Tacoma, 
Detroit, Milwaukee, 
Baltimor 
Doherty 


united organization bolstered 


Chicago and 
pointed out that the Coun- 


tive participation of every major 
nt of the “But,” he 


industry 


Oddinglla PRECISION ASSURES 


RELIABLE PERFORMANCE 
ea 


For air conditioning, refrigeration and dehumidifying 
units. Effectively and dependably removes condensa 


tion. Compact, simplified automatic liquid level 


con 


trol. Pumps heads to heights of 20 ft. Height, base to 


top 10 inches 


NOZZLES 


For reliable, smooth 


FUEL OIL FILTER 


Rust and corrosion proof diecast alu 
minum body. Felt cartridge. Large 
sump. Greater filtering surface area 
Is interchangeable with other makes 


troubie-tree 
burner service, the new Eddington one 
piece porous bronze nozzle filter is out 
standingly reliable. It permits the flow 
to pass with the least restriction yet 
gives more effective filtering tha 
mesh strainers. Recommended for nozzi 
ranges from .50 gph througt 

and larger flows if desired 


Eddington 
High & Low Pressure 
Nozzles 


Combustion Heads 
Filters—Strainers 


Condensate Pumps and 
Water Disposal Units 


Pressure Regulating 
Valves 


Nozzle Adaptors 
Air Cones—Stabilizers 
Servicemen’s Kits 


e 


Inspection Mirrors 





Our engineering department 
is at your service. Inquiries 
invited on your problems 


warned, “all this organization and the 
best promotional programs in the 
world won't do the individual hy- 
dronic dealer, wholesaler, or manu- 
facturers salesman any good unless 
they are prepared to follow up on the 
interest created in the product. They 
must be prepared to step across the 
threshold and nab those extra sales as 
a result of the opening of doors.” 


At the April 22 meeting of the 
Central Supply Association, Doherty 
explained a new sales plan that is a 
practical, field-tested, minimum in- 
vestment program to increase hydron- 
ic sales in all markets. The plan en- 
dorses the “packaged hydronic job” as 
a method of reducing costs not only 
for the wholesaler but for the con- 
tractor and consumer as well. 


The Better Heating-Cooling Coun- 
cil has announced other expansion 
moves. William W. Wexler and Ed- 
ward A. Grostas have been appointed 
chairmen of two new task forces or- 
ganized under the Commercial & In- 
dustrial Division. 


Wexler, Taco Heaters, Inc., Crans- 
ton, R. I., is chairman of the commit- 
tee set up to develop promotional ma- 
terials to build the market for hy- 
dronic heating and cooling equipment 
in schools and small apartments. 
Working with him are Louis G. 
Shenk, American-Standard, and P. T. 


Stracke, Weil-McLain Co. 

Heading the new research and tech- 
nical task force is Edward Grostas, 
John J. Nesbitt, Inc., Philadelphia. 
Other members of the group are 
Walter T. Bell, Vulcan Radiator Co.; 
E. F. Glanz, Mechanical Contractors 
Association; Roland A. Hazell, Crane 
Co.; and Arthur McManus, National 
Association of Plumbing Contractors 

On the local level, two new coun- 
cils have been formed in Detroit and 
Baltimore. 

Officers of the Detroit Council are 
Robert Irving, president; Joseph War- 
ren, vice-president; and James Massey, 
secretary-treasurer. In Baltimore, the 
officers are Quay Yendall, president; 
George Klein, vice-president; William 
William 


Latch, treasurer. Co-chairmen of the 


Campbell, secretary; and 


Baltimore membership committee are 


EDDINGTON METAL SPECIALTY COMPANY, EDDINGTON, PENNSYLVANIA = . 
Joseph Sandler and Sanford Singer. 
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NEW WAY TO 
HEAT WITH OIL 


Iron Fireman CUSTOM Mark II oil firing has every 


improvement “hoped for’’ by oil heating dealers 


Heating magazine makes nation-wide study 


Deficiencies in present oil firing techniques were sharply 
brought out when professional heating men were asked, 
“What improvements would you hope for in oil firing?” 
Quoted from replies, here are some of the most desired features : 
“Eliminate chimneys.” 

In CUSTOM Mark II firing a small, inexpensive exhaust vent 


through the roof is all that is needed. (Some local codes still 
require chimneys). 


“We want a device that will stop the loss of heat after the, 


flame is out.” 

The CUSTOM MARK II traps stored heat in the combustion 
chamber during “off” periods, reducing costly standby loss 
to practically nothing. 

“We want efficiency at least equal to gas.” 

he efficiency of CUSTOM Mark II units is as much as 11% 
higher than that of gas units of comparable capacity. 
“Anything that would lessen soot formation would be 
a delight.” 

CUSTOM Mark II firing, instead of just lessening soot forma- 
tion, eliminates it entirely by /00°% combustion. 

“Eliminate flame pulsation.” 

The CUSTOM Mark II combustion system (called Volu- 
Metric Combustion) eliminates pulsation by precision draft 
control. No natural draft needed; no firebox vents; no 
barometric damper. 

“Eliminate service calls.” 

While no mechanical equipment is truly service free, the fact 
remains that the elimination of smoke and soot, and the pro- 
tection of the oil nozzle against furnace heat, eliminates the 
cause of about 90°, of service calls. 


Write or wire for full information on CUSTOM Mark II 
equipment and also on our dealer franchise. 


HEATING AND AIR CONDITIONING 
AIRCRAFT COMPONENTS AND EQUIPMENT 
MISSILE AND AIRCRAFT GYROSCOPES 
ELECTRONIC EQUIPMENT 

CONTROL INSTRUMENTS 


Prieloil 


MT itete 


CUSTOM MARK || WARM AIR 
FURNACE. VoluMetric Cem- 
bustion creates all conditions 
needed for total combustion 
within the furnace, without 
smoke or soot. Flame is clean 
from the very instant of 
ignition, and stays clean. 
Needs no chimney, simply 
an exhaust vent. Document- 
ed user reports show re- 
markable savings in fuel 
and service costs. Models 
available up to 160,000 
Btu/h at bonnet. 


CUSTOM MARK Ii HORI- 
ZONTAL FURNACE. Since 
it needs no chimney 
(merely an exhaust pipe) 
this unit can be used 
in any commercial build- 
ing—service stations and 
garages, stores, factories 
bowling alleys, ware- 
houses. Can be suspend 
ed from ceiling with 
small vent pipe through 
ceiling or wall. Ideal 
for many residential ap- 
plications. Models avail- 
able up to 250,000 
Btu/h at bonnet. 


CUSTOM MARK It STEAM 
OR HOT WATER BOILER. A 
compact, highly efficient 
welded steel boiler with the 
same built-in VoluMetric 
Combustion system used in 
the furnaces. Rapid heat 
transfer and yy pick-up. 
Standby heat loss is negli- 
gible, due to thick fiber 
glass insulation and sealed 
combustion chamber. Built 
to modern industrial boiler 
standards. Models avaiiable 
up to 145,000 Btu/h. 


ot oe A 


Iron Fireman Mfg. (o., 


(In Canada, 80 Ward 8t 


S138 W, 106th St 


. Toronto) 


. Cleveland 11, Ohio 


Please send information on CUSTOM Mark II furnaces and boilers, with data on dealer 
franchise and territories available 


Name 


Firm 


Address 


State or Prov 
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Chicago Oil Heat Council 
names advertising Agency 
CARL JONSWOLD, Pure Fuel Oil C 
and president of the Oil Heat Council 
of Greater Chicago, has announced 
that D’Arcy Advertising Co. has been 
selected as the group's agency 

The Council 


ments of the heating oil industry 


represents all 


terminals, dealers. refiners and distril 
in Lake, Cook and DuPag 
Other officers are Julius 
Loeffler, Commerce 


utors 
counties 
Petroleum Ci 


vice-president; William K. Phillips 


NEW 


HIDDEN 
WEAPON 
FIGHTS © 


TRUCK 
PUMP 
LEAKAGE 


Long ago, Blackmer solved 

the problem of shaft leakage 
with a special seal designed 
exclusively for Blackmer pumps. 


Sinclair Refining Co., treasurer; and 
L.R. Wolfe, Burning Oil Distributors 
The marketing area has been di 
vided into ten districts. A local fueloil 
listributor has been appointed captain 
each district, and it is the responsi- 

of the captain to organize his 

am for the solicitation of funds 


A cap 
ilso been appointed for al 


idvertising program 
1 
operations, other than the 
Meetings have been held in 

ch district to make a complete pres 


ntation 


Now, for complete leakage protection, Blackmer 
adds a new O-Ring seal which prevents head 

leakage as well. The results—clean driveways, less 
waste, better performance under high pressure— 

are just a few good reasons why you should specify 
Blackmer Truck Pumps. There are many more. 


Write for Bulletin 200. 


“liquid materials handling"'® equipment 


LACKM + a y truck pumps 


BLACKMER PUMP COMPANY, GRAND RAPIDS 9, MICHIGAN 
Find your Blackmer Man under “‘Pumps’’ in the Yellow Pages 
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The goal is to raise $150,000 among 
the local companies and to apply to 
the National Fueloil 
matching funds. At the present time, 


Council for 


the Council is more than half way to 
its goal. 

The Burning Oil Distributors As- 
sociation of Chicago has authorized 
the use of its office and personnel 
without charge for the first year, al- 
though the Oil Heat Council is in no 
way afhliated with it 


Russell Norton new President 
Springfield Promotion Group 
RUSSELL NORTON was elected presi- 
dent of the Better Home Heat Coun- 
cil of Western 
Springfield, succeeding Reginald S 


Swett, who had held the office for two 


Massachusetts, at 


years. The occasion was the annual 
meeting of the Council presided over 
by William Flood, of Converse-Carl 
isle Co. 

Elected as vice-president was Walt 
er Johnson, and as second vice-presi 
dent Donald Tufts. The treasurer is 
Wilbur Hogan, and Keith Fletcher 
was reelected secretary. 

Swett reported that since the start 
of the advertising program four years 
ago the annual outlay had risen from 
$9,000 to $24,000 in 1959. Robert 
Barr, Jet-Heet, Inc., first spoke to the 
group about the opportunities for 
growth through new oilheating prod 
ucts and demonstrated his equipment. 

Robert Gray, FUELom & O1 Heat 
editor, talked at length on the oilheat- 
ing outlook in the decade ahead, with 
a prediction that No. 2 oil volume in 
1970 will be at least a third above 
that of 1960. 


Hall to resign as Secretary 

of N. E. Oil Men’s Association 
WILLIAM J, BURSAW, JR., president of 
the Independent Oil Men’s Associa- 
tion of New England, Boston. an 
nounced that the executive committee 
of the association had regretfully ac 
cepted the resignation of Wilfred H. 
Hall, secretary. 

Hall is leaving to accept a position 
with an independent marketer. The 
association has increased its member- 
ship 100% since he joined it two years 


ago. 





NOW I’S PULL 


FOR AIR CONDITIONING TOO! 


Here’s traditional 
BURNHAM quality and 
service in a complete 
line of air conditioning 
equipment...the right 
unit for every installation. 


* “A” -TYPE EVAPORATORS 
* HORIZONTAL EVAPORATORS 
* EVAPORATOR-BLOWERS 

* UNIVERSAL BLOWERS 


Here's Summer comfort that's truly carefree for both 
your customers and you! Just team one of these new 
Burnham evaporators with its proper condensing unit. 
You can count on Burnham's 87 years of quality to 
assure trouble-free performance. Both split system units 
and complete packaged units are available in 2, 3, 4 
and 5 horsepower sizes. Cabinets have handsome two- 
tone Hammerloid finish. On your next cooling job. . . 
install Burnham for quality! 


Write today for full information on the new Burnham line! 





BURNHAM CORPORATION 

BELLE VERNON, PA. 
Pleose send me, without oblig , full int 
Burnham Winter and Summer Air Conditioners 


Warm Air and Cooling Division, Belle Vernon, Pa. 


dol 


























. . «+ Industry Groups 


Connecticut Oilmen honored 


at May 11 Hartford Meeting 


A FEATURE of the one-day meeting of 
the Connecticut Petroleum Associa 
tion, held in Hartford on May 11, was 
the presentation of certificates of ay 

preciation to seven oilmen. Presented 
for leadership in the growth of the in 

dustry in Connecticut, certificates 
went to: 

W. D. Roth, Dahl Oil Co., Nor 

wich; Walter P. Macauley. Wyatt, 
Inc., New Haven; George H. Stetson, 


Valley Oil Div., Portland; Ernest 


Peterson, Wm. R. Peterson Oil Co., 
Portland; Robert Lynch, Jr., Oil Heat 
Hartford; Arnold J 
Grant, Sr., Hardware City Fuel Co 
New Britain; Martin J. Ryan, Jr., 
Buckley Bros., Bridgeport. 


Association, 


Officers elected for the coming year 
are as follows: William H. Wesson, 
W. E. Wesson Co., Waterbury, re- 
named president; William F. Briggs, 
Valley Oil Division, Portland, vice- 
president; Abraham N. Alderman, 
Elm City Filling Stations, New 


Haven, secretary; James L. McIntyre, 


It really rolls in for the 
Sinclair Oil Heat Distributor 


Right now, the-alert businessman who qualifies for a Sinclair 
Heating Oil franchise can build it into a real money-maker. 
Four major reasons support this fact: 


You can offer premium quality products at regular prices. 
Sinclair Heating Oil contains an exclusive anti-rust 
ingredient. Result: reduced service calls. 


An effective advertising program— designed to be used at 
the local level—where it counts most! 


A special sales training program 


ideas. 


full of profitable new 


Conveniently located storage facilities mean better, faster 


service to you. 


There’s much more in the market for you with Sinclair 
Heating Oil. For details, write: Sinclair Refining Company, 
600 Fifth Avenue, New York 20, N. Y. 


Sinclair 


Laurel Oil Co., Hartford, treasurer. 

Newly-named directors are: S. 
George Santa, Santa Fuel Co.. Strat- 
ford; Milton Fitch, The Home Oil 
Co., New Canaan; Charles B. Stone, 
Jr., C. B. Stone, Inc., Middletown. 

Principal speaker at the convention 
was Adam J. Rumoshosky, director, 
American Petroleum Institute, Divi- 
sion of Marketing. Franklin L. Kun- 
dahl, General Oil Co., East Hartford, 


was convention chairman. 


Richmond Association to push 
water Heaters in Advertising 
OUTDOOR BILLBOARDS and newspapers 
are being used by the Richmond Oil 
Heat Association to create a market 
for oil-powered water heaters in Vir- 
ginia. 

Ads show a clothes washer, dish- 
washer and bath—and carry the mes- 
sage “Even using all three continuous- 
ly you would never run out of hot 
water!” Copy continues by pointing 
out the advantages of the oil-powered 
water heater. 

The Association is anxious to have 
all manufacturers, distributors and 
dealers alerted to the promotion so 
that all phases of the industry will 
take advantage of the promotion. 


Northwest Association plans 
oilburner service Schools 


A SERIES of oilburner service schools 
will be sponsored at Dunwoody In- 
stitute in Minneapolis by the North- 
Classes 
are scheduled to start on July 18. 
Beginner classes will be held for 


west Petroleum Association 


men who never had had any burner 
training. These sessions will be fol- 
lowed by four weeks of advanced 
classes, which will run for five days 
beginning each Monday 

The first three weeks will be de- 
voted to beginner classes two 
each week, beginning Mondays and 
Wednesdays. These sessions will be 
followed by refresher-advanced classes 
and will run for five days each start- 
ing on the Monday morning of any 
given week between July 18 and Sep- 
tember 2. 

The Association is considering a 
couple of night sessions stressing cus- 
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POINT 4 PROGRAM 


for streamlining your operation 
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INCOMING METERS 


It's just as important to know the “ins” as the “outs.” Smith-Erie “S" meters record 
every drop of product received... head off unexplained losses right from the start. 


Me 


LOADING RACK METERS 


You speed up loading and delivery time when you fill and measure trucks the Smith- 
Erie meter way — every gallon permanently accounted for. And for the ultimate in 
round-the-clock loading, investigate Smith-Erie key-stop totalizers. 


DELIVERY TRUCK METERS 


On the route, printed meter tickets provide a quick and accurate means of billing. 
Smith-Erie “T" truck meters give years of trouble-free operation . . . users report little 
or no maintenance. 


ACCURATE ACCOUNTING — PRINTED TICKET 
It’s the most important point because ff 7 
A 
auditors ...only Smith- 
sustained accuracy 0 
Ticket your opera 
cies! Count on a Smi CORPORATION 
tem to cut liquid stock losses... speed up Smith- &...._ Division 
your delivery cycle ... streamline your 
accounting. For more facts, contact your 
nearest representative or write direct. 


Factory: 1602 Wagner Ave., Erie, Pennsylvania. Offices: Atlanta 5, Ga.; Chicago 3, Ill.; Houston 2, Texas; Los Angeles 22, Calif.; New York 17, N. ¥.; 
Oakland 21, Calif.; Tulsa, Okla. Canada: Toronto 12, Vancouver 1. A. O. Smith INTERNATIONAL S. A., Milwaukee 1, Wisconsin, U. S. A. 
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TACO | 
ANNOUNCES... 


Shaft 


Permanently 


W ater-Lubricated 


A new smaller size perfecta circulator 


Now, the new Perfecta 152 brings you added cost- 
savings for most residential installations. Smaller in size 
than the popular Perfecta 150, the ‘‘152”” means a lower 
initial investment. What’s more, it installs fast in tighter 
spots... 
famous Perfecta simplified design features assure trouble- 


saves you time and money. And, of course, its 


free performance . . . save you unprofitable ‘‘call backs’’. 
There are no seals to leak, wear, or create extra friction. 
Impeller, rotor, and shaft are assembled as a single unit. 
It’s permanently water-lubricated and power-saving. 


84 


Many other extras. Why not take advantage of Perfecta 
versatility and economy on your next installation? For 
complete specifications, write TACO HEATERS, INCOR- 
PORATED, 1160 Cranston Street, Cranston 9, R.I. 


TACO, 


SERVING THE HYDRONIC INDUSTRY SINCE 1920 
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OCKwiseé 

RATION T 
ERS INCORP 


New zone valve 
matched to modern comfort... 


Easy to install, foolproof in operation, the economical 
new TACO-Zone provides the positive, reliable control 
that today’s water heating and cooling systems demand. 

Small and compact, the TACO-Zone closes tightly; 
mounts in any position. Just open manually before sweat- 
ing ...no need to remove head ... wire only three termi- 
nals! No motors, gears, cams or pinions to cause trouble, 
wear or noise. Operates at a low, safe 24 volts. Power ele- 
ment crushes foreign particles which often foul ordinary 
valves, and is easily replaced without draining the system. 

For your next heating or cooling installation, ‘‘build 
in” total comfort and troublefree operation with TACO- 


eloil ,* 


Zones. Be sure you have specifications on other TACO 
Products . . . the complete line that’s “efficiency engi- 
neered’”’ to cover the field. Write TACO HEATERS, INCOR- 
PORATED, 1160 Cranston Street, Cranston 9, Rhode Island. 


TACO, 


SERVING THE HYDRONIC INDUSTRY SINCE 1920 
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TORIDHEET 
4 5 


“— 


Offers 


let Us Show You How To— 
Sell Ahead of Competition with— 


Poven Dynamic Sales Tools 

Rousse, Hard-Hitting Co-op Advertising 
Organized Sales and Installation Clinics 
Factory Assembled and Wired Units 
Riuticctey Leaders for 37 Years 


* Tested Engineering and Styling 


TORIDHEET Division 

Dept. F 

Cleveland Steel Products Corporation 

16025 Brookpark Road, Cleveland 35, Ohio 

Please send me details about your dealer franchise arrangement 
and about your complete line of TORIDHEET Automatic Heating 
Equipment. 





to 





o 7 


Address 
City 
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NEW PRODUCTS 


Brodie unattended bulk plant Meter 
furnished with two to six Totalizers 


4 NEW UNATTENDED bulk plant meter counter has been 
introduced by Ralph N. Brodie Co. It has been designed 
for use on meters at bulk plants where 
an attendant is not on duty and the 
driver does his own loading. 
This Brodie counter has many la- 
bor-saving and built-in features to 
protect both the plant owner and 
driver-operator. The counter can be 
furnished with from two to six total- 
izers or one counter can be mounted 
on top of another to provide 12 total- 
izers. The Brodimatic counter or printing counter is 
mounted on top to provide a record of total thruput of 
the meter. 
Made by: Ralph N. Brodie Co., San Leandro, Cali- 


fornia. 


Lennox low capacity conversion Burner 
and 2-ton downflow add-on cooling Coil 


4 LENNOX conversion oilburner features low-gallonage 
0.5 to 0.85 gph—and a new design. It has a combustion 
head to completely mix oil 
and air for efficient combus- 
tion, without reliance upon 
the construction or material 
of the combustion chamber. 
This Hi-Performance burner 
has a compact housing, con- 
stant ignition, single or two- 
stage fuel unit, thermostat, 


stack 


standard equipment. 


and limit control as 

The same basic burner is used on new Lennox oil fur- 
naces of small capacity 

The add-on cooling coil is a nominal 2-ton coil for in- 
stallation under a downflow furnace. Expansion valve and 
condensate eliminator are integral parts; coil fins have a 
rippled edge, are bonded to the refrigerant tubes in a new 
manner. Rated according to Art Standard 210-58. 

Made by: Lennox Industries, Inc., Marshalltown, Ia. 
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PROGRESS! 
WHISTLER 


FILL-SIGNAL 


if you have tanks piped without audible 
fill-signals, you can now install the latest 
and finest — the WHISTLER! Model E is the 
only whistle which can be installed without 
disturbing the present piping. Takes only a 
few minutes during a routine call or summer 
check-up. Model D is for new installations. 


Cost is so nominal you can equip all your 
jobs for fast, safe deliveries. 


WELL BUILT Completely protected 
against corrosion. Lasts indefinitely. An 
engineering triumph for you by Applied 
Mechanics Company. 


SAFE The Whistler is Underwriters 
Approved. Gives top performance with- 
out fail. Has been thoroughly field-tested 
nationally. Pitched for ideal, easy-to- 
hear signal. Gives less back-pressure 
than do competing exhaust signals, 


ould tank be over-filled for any reason. 


EASY TO HANDLE The Whistler is 
re compact; lighter — ake the 


WHISTLER 
(actual size) 


another fine we from 
the makers of Galongage, i ; 
Guardion and Fil Phen, Hesign and manufacturing process 


t lower price to bring you easier 
more sales, and greater profits. 
the Whistler is used with the 
an or other fractional-reading 
ou have all the advantages of 
arate instruments at less cost 
ombined signal-and-gauge. 


A Q p L ! & D prices and complete information. 
MECHANICS ay 
COMPANY iat 


bushing 





whose current engineering personnel have been 
prominent among pioneers in automatic oil heating 
equipment since 1919 — gauge makers since 1937. 


381-389 CONGRESS ST. 
BOSTON 10, MASS. 
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Get in 
on the 


"Ground Floor’’ 


— | 
CAMERON HYDRONIC 


) JET-O-MATIC RADIANT HEAT 


THE SENSATIONAL NEW OIL-FIRED SYSTEM 


Exclusive distributorships are avail- 
able in each area of the country to 
qualified dealers interested in han- 
dling the boiler designed for oil firing, 
CAMERON/HYDRONIC; the new com- 
pact, low-cost oil-fired system that lets 
you really compete with other fuels. 

This amazing new high efficiency unit, 
and its companion “CAMBOARD”, the 
modern concept of radiant panel (about 
$1.00 a lineal foot and only 5%” thick) 
provides a flood of clean, quiet heat with 
unrivaled efficiency and economy. 


call or write Mr. Patrick Hart, Vice-President 


SOUTHERN STEEL & STOVE CO., INC. 


6th & Dinwiddie Streets 
Richmond 24, Va. 
BElmont 3-6981 


...»« New Products 


New Taco Perfecta water Circulator 
well-suited for secondary Pumping 


TACO MODEL 152 Perfecta water circulator is described as 
ideal for the average residence and well-suited to secondary 
pumping. Also recommended ; 
for packaged boiler units, this 
model is available with 34” 
1” and 144” interchangable 
flanges 
As in other Perfecta mod- 
els there are no seals and no 
drive couplings. Impeller, 
rotor and shaft are assembled 
as a single unit. 
Made by: Taco Heaters, Inc., 1160 Cranston St., Crans- 
ton 9. R I. 


Gorman-Rupp adds pump Model 
with Capacities up to 400 gpm 
MODEL 03H1 power-takeoff pump announced by Gorman- 
Rupp, features capacities from 140 to 400 gpm. It is a 
self-priming cen- 
trifugal pump de- 
signed to meet 
larger capacity 
requirements for 
industrial and air- 
craft fuel deliver- 
ies. The new 
model features 
single Sa d d l e 
mounting, a gear 
box that may be 
mounted in any é 
one of four positions, a 3” suction and discharge. Helical 
gears contribute to long-lasting, rugged service 
Made by: The Gorman-Rupp Co., 305 Bowman St., 
Mansfield, Ohio. 


Winter Airconditioners in 6 Sizes 
are offered by Mueller Climatrol 


THE DELUXE LINE of winter airconditioners by Mueller 
Climatrol features large blowers and open-type construc 
tion tO assure proper air de- 
livery for winter heating and 
summer cooling. Models are 
available in six capacities 
from 100,000 to 250,000 Btu 
input 
Optional features include: 
electronic air cleaner; clogged 
filter indicators; summer air- 
conditioning; and automatic 
electric humidifier. 
Made by: Mueller Climatrol, 2005 W. Oklahoma Ave., 
Milwaukee, Wis. 
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DEPENDABLE 


Boiler & Furnace Vacuum Cleaner 


Pullman 


Ba | 
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THE WORLD'S LEADING FURNACE CLEANER 
YOU CAN DEPEND ON PULLMAN 


® cleans oil, gas, coal, or wood-fired furnaces @ chimney flues 
© gas ranges © lint from gas dryers @ duct work @ air filters 
© appliance flues © gas and electric refrigerator fins © con- 
denser coils © walls, floors, ceilings © combustion chamber of 
water heaters © gas steam radiators © blows dust off new piping 


PULLMAN PROFESSIONAL KIT FOR EVERY JOB 


. Exclusive ‘‘Never-Clog"’ Filter bag 

. 27” Metal crevice tool 

- Power Blower Nozzle of Tapered Rubber 
. Handy Scraper Tool 

. Flexible Metal Asbestos-Packed Hose 

- 10’ Long 1%” Heavy Duty Hose 

ON SALE AT YOUR JOBBER. WRITE FOR LITERATURE. 


VACUUM CLEANER 
CORPORATION 


Dept. FH-6, 25 Buick St., Boston 15, Mass. 
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Rochester Universal 
FUEL OIL TANK GAUGE 


Why take a chance on a top notch 
burner installation by gambling with an in- 
ferior fuel tank gauge? 


Take a tip from successful instauers 
who've used ROCHESTER Universal! 
Gauges for years. 


They know their customers stay sold 
when they know where they stand on fuel. 
It costs less, they say, to depend on a 
Rochester Gauge. 


More ROCHESTER UNIVERSAL GAUGES are 
sold than any other kind! 





ROCHESTER MFG. CO. 
8 Rockwood Street 
Rochester 10, N. Y. 


ROCHESTER MANUFACTURING CO. 





SAVES money for your customers 
MAKES money for you! 


Yom cl-lacelauilelia-melmiiim saeil. dain ema eV.) a 
erage fuel savings of 40% 
r itself in five years! 


nited hot water 24 hours a day the 


4. sizes to accommodate: 


* greenhouses 
* small churches 


* motels 


Duotone baked enamel cabinet. 
easy-to-install unit, assembled 

factory. Welded steel con- 
A.S.M.E. specs 


THE EXCLUSIVE 


“WHIRLING FLAME” 


write or wire for full information: 


BETHLEHEM FOUNDRY & MACHINE COMPANY 


BETHLEHEM, PENNSYLVANIA, U.S.A 
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. . . « New Products 


Mor-Sun LoBoy Furnace designed 
with Blower in separate Section 


MORRISON STEEL PRODUCTS has designed its “L series” 
LoBoy furnace with the burner, controls and heat ex- 
changer in the front section 
and the blower in the rear 
section. The two separate 
units make it possible to 
move the furnace into the 
basement easily without re- 
moing door frames or rail- 
ings, and each section is small 
enough to fit through any 
standard doorway. 

The separate blower sec- 
tion provides flexability to add a larger capacity blower 
unit when airconditioning is added. The series is avail- 
able in bonnet capacities ranging from 95,000 to 123,000 
btu 

Made by: Morrison Steel Products, Inc., 601 Amherst 
St., Buffalo 7, N. ¥ 


Crown blower-filter Units convert 
gravity Systems to forced warm air 


\ BLOWER-FILTER unit has been designed by crown to 
convert existing gravity systems to forced warm air sys 
tems. The unit has a belt driven blower on a felt in- 
sulated mounting bracket driven by heavy duty motors. 
The large filter is readily accessible and is easily removed. 

The units come in three sizes with air inputs of 1,000, 
1,200 and 1,600 cfm. 

Made by: Crown Home Equipment, Division of Crown 
Industries, 1410 N. Delaware Ave., Philadephia 25, Pa. 


oo 
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“Oh, come off it! This is not the dirtiest basement you've 
ever seen.” 


June 
1960 





“AS IF BY MAGIC, 
AIR TROUBLES 
VANISHED” 


writes user of BaG Airtrol System 








ae vt y 


Circles enclose the B&G Airtrol Tank Fitting and Boiler Fitting. Be G 


“Mr. Edwin B. Tidd, AIRTROL’ SYSTEM 


Mgr. of Field Research, 
Bell & Gossett Company 


“Dear Mr. Tidd: 


““We have been plagued by air in the top 
floor radiators throughout the projects we 
manage. Bleeding relieved 

the condition temporarily, 

automatic vents helped in 

some cases; however, com- 

plaints continued to pour 

in and our engineers 

worked around the clock an 

Mr. Daniel C. Long without being able to ] 


be BOILER 
correct the condition. FITTING 





““By chance, we read an advertisement of your 
‘AIRTROL.’ Knowing that any Bell & Gossett 
product can be purchased without the slightest 
doubt of its representation, we had the Airtrol 
installed on three new boilers in a section under 
construction. We have been free of heat com- 


: ; ; , BeG Airtrol 
plaints in the new section. 


System in- 
“‘After one year, we installed three Airtrols on stalled on top 
the boilers serving buildings in older sections outlet boiler. 
where complaints were heaviest. The results 

were beyond belief; as if by magic, our troubles 

vanished. 





AIRTROL 
TANK 


“This letter is to thank you, your great organi- FITTING 


zation, and Mr. Curt Sundell, your most effi- 
cient representative here, for the complaint-free 
heating season where the Airtrols are installed. 


B&G Airtrol Systems are GUARANTEED to 
end air troubles in forced hot water systems 








“Thirty-five boilers heating the projects which 
we manage will be equipped with Airtrols this 


summer. . 
, Very truly yours, G BELL & GOSSETT 


M. T. BROYHILL & SONS CORP. ( c Oo M P AN Y 
(signed) Daniel C. Long, C. E. Dept. GF-7,, Morton Grove, Ill. 


Property Management Consultant” Canadian Licensee: S.A. Armstrong, Ltd., 1400 O’ Connor Drive, Toronto 16,Ont, 
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How to do a 5-hour job 
in just 30 minutes! 


s — Home heating service- 
man sees chamber needs 
replacement. 


Reline Heating Units 10 
times faster with this new 
J-M CERAFELT® Com- 
bustion Chamber Kit 


Now! Johns-Manville offers a revo- 
lutionary development that changes 
maintenance from a necessary loss 
... toa profitable part of your busi- 
ness! Cerafelt can cut 5-hour repair 
jobs to 30 minutes. . . and several of 
these 4%-lb. Cerafelt kits can be car- 
ried in your truck to eliminate costly 
return trips, permit immediate re- 
placement of faulty chambers. 


- —He measures and cuts 
stainless steel sleeve from 
« roll supplied in kit. 


LOOK AT THESE CERAFELT FEATURES: 


@ Quick Installation—simple tools suf- 
fice 

@ One Size Fits All—you can reduce 
your inventory 

@ Weighs Less—only 4% lbs., and all 
in one handy kit 

@ No Mess—leave the old chamber 
right where it is 

@ Unbreakable —no damage during 
shipment or storage 


@ Makes costly return trips unneces- 
sary 


Your customers will be delighted 
with the reduction of noise, soot, 
odor and smoke .. . and with fuel 


s —Cerafelt bottom and 
liner are easily cut to 
. fit sleeve. 


savings that can run as high as 
20% ! A Cerafelt chamber permits up 
to 25% reduction in chamber size. 
It heats to maximum refraction 
(with more complete combustion) 
in 10 seconds, with chamber temper- 
ature as much as 300F hotter! 

The performance of a Cerafelt 
chamber can be the decisive factor 
in keeping customers who may be 
considering a change to another 
type of fuel. 

It all adds up to maintenance 
profits for you ... and greater sat- 
isfaction for your customers. To 
find out more about profitable 
Cerafelt Combustion Chambers, use 
the handy coupon—today! 
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re : ‘ 
2 —Chamber is disassembled 
and put together inside 
. 


furnace. 


— 7 


JOHNS-MANVILLE 
Box 14 
NEw YorK 16, N. Y. 


Gentlemen: 


‘a Please send complete information about 
Cerafelt Combustion Chamber 


[ | Send name and address of nearest J-M Distributor 


NAME 





COMPANY. 





STREET. CITY. 





COUNTY ZONE. STATE. 





— 


Se 


JOHNS MANVILLE 


JOHNS-MANVILLE Yj 


PRODUCTS 


AN INSULATION FOR EVERY COMMERCIAL AND INDUSTRIAL USE 


selotl 


9:30 


—Complete unit in place 
and Cerafelt sticker put 
on furnace wall. 





More G. P.M. 


CLIFFORD B. 
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Less p. 5S. 1. 


New Hannay 2” reel hub de- 
livers more volume with less 
pressure loss at all pumping 
speeds. 


Now you can buy a reel to 
give you top performance at 
all product flow rates. From 
40 to 75 G.P.M., or higher, 
the wide radius 2” inlet and 
outlet of this new Hannay 
fuel delivery reel minimizes 
restriction, let you reduce 
pumping pressure and engine 
r.p.m. and produce less than 
2 p.s.i. line loss. It’s the only 
reel designed to meet the fast 
fill delivery requirements of 
today and for years to come. 
Write today for complete in 


formation on the new Hannay 


2” standard fuel delivery reel. 


Hose Reels by 





HANNAY & SON, INC., WESTERLO 9, N. Y. 





.... New Products 


Super Uniflo diversion Fittings 
and more mixing Valves announced 


SUPER UNIFLO diversion fittings have been announced in 
all popular sizes for average heating system conditions 
Design permits use in up-feed supply 

or return, down-feed supply or return. 

For riser installations, a single fitting 

generally provides sufficient diverg- 

ence; in some cases fittings may be 

required on both supply and return 

lines. 

Dial-Temp mixing valves, with graduated adjustment 
by a dial know with integral reference numbers, are now 
available with threaded or sweat connections in 1/2 or 
y,"" S1zes 


Made by: General Fittings Co., East Greenwich, R. I 


Williamson announces unique Symbol, 
Wintermatic project builder Units 


4 “MAGIC BRAIN™ selling and promotional symbol and a 
new economy line of Wintermatic project-builder furnaces 
highlight the 1960 Williamson heat- 
ing and cooling line. The complete line 
now includes more than 100 furnaces, 
97 cooling models, more than 1,300 
duct, pipe and fittings of “Seal-Tite™ 
design 

Wintermatic furnaces are factory- 
assembled and wired for fast installa- 
tion, available in six different models 
in hi-boy and counterflow units. 

The “Magic Brain” symbol key- 
notes Williamson’s automatic units 
that “think for the homeowner.” The symbol is to be ex- 
ploited in national advertising and sales promotion directed 
at the builder, consumer and trade 

Made by: The Williamson Co., 3500 Madison Ave., 
Cincinnati 9, Ohio. 





Picture Window Thermostat easily read 
is introduced by Minneapolis-Honeywell 


HONEYWELL has introduced an “easy to read” thermostat 
called the Diamond Jubilee Round to commemorate the 
firm’s 75th anniver- 
sary. The “picture 
window” dial is 
40% larger than the 
view dials on earlier 
models, and the size 
of the numerals are 
20% larger. A plain- 
ly-‘marked comfort 
zone allows the 
homeowner to check performance of his heating plant at 
a glance. 
Made by: Minneapolis‘Honeywell Regulator Co., Min- 


neapolis, Minn. 
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EN A LITTLE THING 
LIKE A WASHER 


FOUL-UP 


OUR REPUTATION 





FOR PERFECTION © 


We like to pay extra attention to the little things. 
In the development, manufacture, inspection 
and shipping of every Spartan product, no detail 
... even the smallest... is overlooked. That's why 
you'll find it such a pleasure to sell SPARTAN 
products ...they’re built for complete customer 
contentment. 


SPARTAN CONVECTOR CO., INC. 
SPARTAN ELECTRIC RADIATOR CORP. 


52-55 74th ST. + MASPETH 78, N.Y. 


Write for illustrated literature 
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of home-h 
boilers! 


Now available as PACKAGED units. 
These advanced engineered boilers 
are stand-outs for profit, 
lower installation cost 
and better satisfied customers. 


Here's why —. Fully approved for installation on combustible 
floors. Cast iron sections for lifetime economy. Built-in all- 
copper tankless heaters (optional). Certain water models 
shipped as packaged units; all models also available with 
only sections factory assembled. Attractively finished in gold 
and blue. 


These are only a few of the many advantages available to you 
and your customers when you buy Thatcher, manufactured 
since 1850. 


THATCHER 
GOLDEN OILMASTER 


THATCHER 
GOLDEN GAS BOILER 


gc delelial: 
; 








seu Thatcher GOLDEN BOILERS! 


Write for details! 


THATCHER FURNACE COMPANY 
@ 2439 Dept. FO Garwood, New Jersey 
BOILERS « FURNACES « AIR CONDITIONERS 
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. ..« New Products 


Factory-charged remote Airconditioner 
and oilfired Furnace made by Fedder 


FEDDERS oilfired furnace line includes nine models in 
112,000, 140,000 and 168,000 Btu capacities. Six of the 
units are heating-cooling furnaces that one ; 

are especially designed for the addi- 

tion of airconditioning. These models 

have a relay and a transformer wired 

into the furnace controls. In addition 

to its heating line, the firm manu- 

factures a low-cost factory charged 

remote airconditioner with an outdoor 

section that can be installed through 

the wall 


Made by: Fedders Corp., Maspeth, N. Y 


National Airoil Burner Co. designs 
atomizing oilburner for No. 4-5 Oils 


\ PRESSURE atomizing oilburner for use with No. 4 and 
No. 5 fueloils has been designed for small and medium- 
sized buildings by National Airoil Burner Co. The C-45 
burner has a capacity range of 10 to 33 gph under natural 
or induced draft and 15 to 30 gph when firing pressurized 
furnaces. Other features: Purge of cold oil to nozzle 
before each start; enclosed, dust-tight, completely wired 
control cabinet; low-fire start for the larger capacities. 


Made by: National Airoil Burner Co., Philadelphia, Pa. 


‘.. PACEMAKER FOR PROFITS 
from Expert Tune-up Service 


Making the most of your ability to do an ex- 
pert tune-up job will pay you big dividends 
in gaining you competitive leadership and 
neighborhood recognition of your competence 


Tester. Now, for the first time, you can adjust 
an oil burner quickly and expertly for highest 
CO2 without objectionable smoke . . . do away 
with k, and “hit and miss" fumblin; 





as a heating expert. The combustion-testing 
kit shown here contains precision-made qual- 
ity instruments with which you can make ful- 
lest use of your know-how in making a fuel 
conservation survey, checking a burner for 
wornout parts and needed repairs, or running 
an efficiency test to close a replacement deal. 

The kit contains the well-known FYRITE COz 
Indicator, the versatile MZF Draft Gauge, the 
all-metal TEMPOINT Stack Thermometer and 
the sensationally new TRUE-SPOT Smoke 





in adjusting for clean firing. The “Scale o 
Soot” which comes with the TRUE-SPOT tells 
you the limits of permissible smoke for var- 
tous burners and types of heating systems. 
This amazingly simple method of oil burner 
adjustment is the greatest advance in com- 
bustion testing since the introduction of the 
FYRITE. You will be proud to be among the 
first to own this “up-to-the-minute” combus- 
tion-testing kit. 


on this and other new tune-up equipment— 


write for Bulletin 777 


BACHARACH INDUSTRIAL INSTRUMENT COMPANY 
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BY GORMAN-RUPP | NEW PIMP FOR 
BULK DELIVERIES FROM BIG RIGS 


140 to 400 GPM—another in the famous family of Gorman-Rupp Centrifugal Pumps That Prime. No 
check valve. Positive priming. Designed for trouble-free delivery into bulk plant tank, for aircraft ground 
service or wherever high capacity and pressure is required. See your Gorman-Rupp Dealer today. 


THE GORMAN-RUPP COMPANY 
305 Bowman Street . Mansfield, Ohio 
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A COMPLETE LINE OF OIL-FIRED BOILERS 


“One for EVERY Home Heating Job” 


ROBERTS-GORDON BOILERS offer all of the exclusive 
features necessary for ready customer acceptance Lifetime cast 
iron boiler sections assure trouble free, low cost heating. “Wet 
base” construction maintains clean prime heat transfer surface 
for maximum heat transfer, minimum fuel consumption —a 
sure-fire sales point. All boilers are constructed in accordance 
with ASME and IBR Code requirements 


@ SERIES 2GO HOT WATER AND STEAM BOILERS 
are specifically designed for hot water and steam service 
Shipped complete with refractory combustion chamber 
Tankless hot water heating coils available, if desired. 


5 sizes in either hot water or steam from 113,000 to 
252,000 BTU/Hr. output. 


SERIES GWO OIL-FIRED HOT WATER BOILER, 
with exclusive self-cleaning water tube construction. 4 
sizes from 111,000 to 180,000 BTU/Hr. output. Hot water 
coils optional in larger sizes. 


FACTORY ASSEMBLED HOT WATER BOILERS, 
SERIES GWOA —- shipped as a complete package, ready 
to install. Compact design. 4 sizes — 111,000 to 180,000 
BTU/Hr. output. Hot water coils optional in larger sizes. 


Investigate this complete line of nationally advertised, top pro- 
fit, heating equipment today. Write today for your free copy of 
the new Roberts-Gordon catalog. Remember, Roberts-Gordon 


has just the right unit for your customers’ requirements. 
fasis S15 - ROBERTS-GORDON 
‘= oe APPLIANCE CORPORATION 


ee Se ee ee ee a ee CD aoe 


ROBERTS-GORDON APPLIANCE CORP. 
44 Central Ave., Dept. FL, Buffalo 6, N. Y. | 


Please send me full details 
Roberts-Gordon Boilers. 


on your complete lin | 
NAME. ae | 
| TITLE. . COMPANY 
a CITY ZONE __STATE | 

of 
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. . .. New Products 


Luxaire 4 hp air-cooled condensing 
unit added to airconditioning Line 


C. A. OLSEN Manufacturing Co. has added a new four 
hp air-cooled condensing unit to the line. It houses the 
compressor, condenser 
coil and condenser fan 
in one unit for remote 
The unit 
provides 45,200 Btu of 
capacity. A 
larger propeller fan in 


installations 
cooling 


the cabinet blows cool- 
ing air through the con- 
denser coil, from which 
it is discharged at low 


vel City 


Made by: C. A. Olsen Mfg. Co., Elyria, Ohio. 
Clarkson Laboratories market 


new organic fueloil Additive 


AN ORGANIC fueloil additive to prevent the formation of 
sludge and rust in oil tanks is being marketed by Clarkson 
Laboratories. The additive burns ash-free and will not 
clog nozzles. Called Clarco Ojilcleen, it is added to the 
fueloil in a two quarts per thousand gallon ratio. 


Made by: Clarkson Laboratories, Inc., 930 N. Darien 
St., Philadelphia 23, Pa. 


FOR 2uatity INSTALLATIONS 


“HANG-DOWN" 
BAFFLE 


BOSM{ACO 


Instant-Glo 
COMBUSTION CHAMBER 


The New Boston 
DRAFT STABILIZER 


= - mia 


BOSMACO 
Apthorp NOZZLE KIT 


ry 
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Ideal 
NOZZLE EXTRACTOR 


Clearview 
OlL TANK GAUGE 





BOSTON MACHINE WORKS COMPANY 


Oil Heating Supplies Division, Manufacturers, Lynn, Mass. 








Mack offers 


A new silhouette 
for feeding the jets 


Even stacked up against today’s sleek 
jet airliners, this Mack N Model is a 
sweet looking job. And, like its fa- 
mous B Model brothers, this low- 
silhouette aircraft refueler is the 
most rugged, reliable, economical 
performer in its field. Mack N Models 
give you— 

The power to move the goods. Whether 
it’s fuel for modern jets or a shipment 
of food, there is a spread of gasoline 
or diesel powerplants that will meet 
your every need for power and 
performance. 


Looking every inch the performer it is, this N Model Mack 5000 gal. 
fuel tanker services jet airliners at Philadelphia's National Airport. 


The stamina to move the goods. Macks 
are built to standards no other maker 
reaches, These brawny haulers are 
famous for the greatest freedom from 
downtime and road stoppages of any 
truck —anywhere. 


The handling characteristics to move 
the goods. For fancy footwork around 
an airport or swift mobility in con- 
gested areas, you can’t beat the N 
Model’s shorter length, optional pow- 
er steering, air-hydraulic clutch, or 
the panoramic visibility through its 
3600 sq. in. wrap-around windshield. 


MACK 
for over 7 straight years 


NO.1 


by far in sales of 
diesel trucks 


If you're plagued by costs, con- 
gestion or competition—why not see 
your Mack branch or distributor and 
take a long look at powerful, depend- 
able Mack N Model trucks and trac- 
tors. There’s one that’s just right for 
you. Mack Trucks, Inc., Plainfield, 
New Jersey. Mack Trucks of Canada, 
Ltd., Toronto, Ontario. 7225 


MAC K 


FIRST NAME FOR 


TRUCKS 





MANUFACTURERS 
ACTIVITIES 


Sid Harvey announces new 
Stores; publishes booklet 


DAVID A. MYERS is president and g 


eral manager of the new Sid Harv 


store at 7147 W. Belmont Ave., Chi 
cago 34, Ill. Myers has been with th 
Harvey organization since 1946, This 


issociated company will be known as 

sid Harvey of Illinois, Inc., and will 

ave Lawrence Harvey, Stephen R 

Harvey and Dorothea E. Lutz as ofh 

idvisory capacity 

idditions to the growing list 

ire: One located at 1082 Al 

Ave., Scranton, Pa branch 

Harvey of Reading, Inc.. and 

nother on the George F. Highway, 

Binghamton, N. Y., operated by Sid 
Harvey of Albany 

Clean-up Time” is the name of a 

booklet just published by the 


You'll be amazed! 


THERM-OVAL TUBE 


PACKAGED BOILER UNIT 


ASME CONSTRUCTION AND ASME 
LABEL. 
FLUSH AND EXTENDED JACKETS. 


COMPETITIVELY 
PRICED 


BUILT TO 
PERFORM 


PACKAGE Includes: 


Boiler, Built-in Combustion Cham- 
er, 3 G.P.M. Coil, Jacket & Ther- 
mo-Altimeter, Burner, Nozzle, Pri- 
mary Control, Thermostat, and 
3-Way Aquastat Relay, Circulating 
Pump, Flo Control Valve, A.S.M.E. 


Relief Valve, and Draft Regulator. 


Packaged, Wired, > 
and Assembled. 
Ready to Go! 


Exceptionally High Quality, 
LOW PRICE. Write us — 
You'll be GLAD You Did! 


V. & E. PRODUCTS INC. 


SCHUYLKILL HAVEN, PENNA. 





company. It lists all the essential tools 
and supplies needed by servicemen to 
do an efficient clean-up job. 

Copies are available free of charge 
by writing the company at Valley 


Stream, N. Y. 


Lennox distributes Release 
on summerizing Furnaces 


ALL DAILY newspapers with a circu 
lation of 10,000 or over have been 
sent a news release by Lennox In 
dustries, Inc., Marshalltown, Ia., sug 
gesting ways of protecting furnaces 
during summer shut-down. 

The article suggests that the heat 
ing system should be serviced in the 
spring or early summer. Ducts should 
be cleaned and clean air filters in 
stalled. The humidifier should be shut 
off. The oil tank should be kept full 
during the summer. The article points 
out—"A_ partially filled tank will 
‘breathe’ air. The air contains water 
vapor which could condense, putting 
water in the oil.” 

C. C. Floren, public relations man 
ager, has additional copies for deabers 


to distribute to the local newspaper 


Machining Charges on Firebrick 


reduced by Babcock & Wilcox 


BABCOCK & WILCOX CO., New York, 
have reduced machining charges on 
six brands of lightweight insulating 
firebrick. These reductions will apply 
to standard shapes machined from six 
brick series commonly used in heating 
installations. 

The reduction ranges from $9 or 

¢ 


37% per thousand firebrick in one se- 
ries to $23 or 48% in another. 


Penn issues condensed Catalog 
of heating-cooling Controls 


SEVERAL NEW LISTINGS are included 
in the new condensed catalog of heat- 
ing controls issued by Penn Controls, 
Inc., Goshen, Ind. 

Some of the controls appearing for 
the first time are a low voltage heating 
thermostat (type 820); an automatic 
changeover control to be used with a 
combination heating and cooling ther- 
mostat (type 426X) and the single 
element series 530 combination and 


limit controls. 
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Fram Corp. begins Transition 
towards new executive Staff 


\ YEAR-LONG executive transition pro- 
gram leading to a new president and 
xecutive vice-presidents has_ been 
announced by Steven B. Wilson, 
board chairman, Fram Corp., Provi- 
dence, R. I 

Theodore H. Belling, now president, 
will be succeeded by Arthur F. Pettet, 
executive vice-president, at the end 
of the year. The president of Fram 
Canada, Ltd.., Frederick A, Knight, 
will move into the executive vice-pres 
idency at that time. 

Belling joined the company in 1939 
and rose through positions of vice- 
president in charge of sales in 1940, 
vice-president and assistant general 
manager in 1941, vice-president and 
general manager in 1942, and execu- 
tive vice-president in 1944, He became 
president in 1954, 

Pettet’s career with Fram started in 
1942 and he 
of the company’s Pawtucket, R. L, 


has served as manager 


plant, general manager and then ex 


ecutive vice-president in 1956 


Add a “HANDYMAN” 
to your furnace 
cleaning crew for 


Check all these 
“HANDY MAN” 
exclusive features: 


© SPACE-SAVING MODERN DESIGN 
© ONE MAN OPERATION 

SELF CLEANING FILTER BAGS 

© FAST ALL WEATHER OPERATION 
© LOW MAINTENANCE 

© 75 Cu. Ft. SOOT HOPPER 

© CONVENIENT HOSE STORAGE 

© 2 EASY-TO-REACH TOOL BOXES 


> 


Phone, Wire or 
Write Today 


INdependence 3-5127 |< 























LLY: ei MODERN SPACE-SAVING 


CAV OY MAN 


‘St POWERVAC FURNACE CLEANER 


Get your share of the profitable furnace cleaning business 
with a minimum investment that insures big returns 
The General “HANDYMAN" Furnace Cleaner is built 
with more power (up to 40 H.P.) and greater capacity 
than any other cleaner available today. Now... All resi- 
dential, commercial, institutional and industrial heating 
system cleaning jobs can be done with ease at a maxi- 
mum profit. 

Investigate all the features and advantages of the Gen- 
eral “HANDYMAN” Powervac Furnace Cleaner before 
you buy furnace cleaning equipment for your shop. Send 
for our Profit Portfolio with complete information and 
prices on the “HANDYMAN" and other General Fur- 
nace Cleaners. Do it now . and start profits rolling 
your way from more cleaning jobs, more repair jobs and 
more replacement part sales for a profitable 1959 


Wm. W. Meyer & Sons 


St-swaad Ave. Skokie, Illinois 


with SID HARVEY'S 
TANK BOTTOM 


Seals entire bottom of any 275 gallon 
vertical oil tank. 


Stop tank leaks in one service call. 


aaa WD WRRNEN vc! 





VALLEN STREAM HEW YORK 


AVAILABLE AT ALL SID HARVEY STORES OR BY MAIL 


oilhear, 





Servicing 
Oil Burners 7 
YOU NEED THIS 


Motorola area Headquarters 
opened at Fair Lawn, N. J. 
EASTERN HEADQUARTERS for sales and 
service of industrial communications 
products has been established at Fair 
Lawn, N. J., by Motorola Communi 
Chic avo 
Previously, these headquarters were at 
Ridgefield, N. J. 

Wallace P. Miller has been named 


manager of two-way radio sales for 


cations & Electronics, Inc., 


the Midwestern states. His territory 
will cover a 13-state area with head 
quarters in Chicago. He was former 
ly sales manager in the State of New 
York and he will be succeeded by 
John F. Fussell with headquarters at 
Fair Lawn. 


Sun Oil promotes Executives; 
elects new Vice-presidents 

AT ITS ANNUAL MEETING, the board of 
directors, Sun Oil Co., Philadelphia, 
pre mmoted three vice-presidents to new 
ly-created senior posts and elected 
three additional vice-presidents 


FASTEST CHAMBER 


wandy 


\J agPLact 


ay 20 page Catalog chock-full of pop 


Ular 


MENT PARTS and SERVICE T00Ls 
to make your servicing easier. 
@ FUEL UNIT PARTS 


@ CONTROL PARTS 


@ CIRCULATOR PARTS © SHAFT SEALS 


@ STRAINERS 


—_ 


Hydrovalve 


eo 
cataroe 


a 
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The senior vice-presidents who will 
devote themselves chiefly to matters of 
policy and of planning activities are 
Jno. G. Pew, previously vice-president 
in charge of production; Clarence H 
Thayer, previously vice-president in 
charge of manufacturing, research and 
engineering; and Willard W. Wright, 
previously vice-president in charge of 
marketing 

The new vice-presidents are Thomas 
S. Horrocks in charge of all market- 
Kirkbride 


in charge of research and engineering; 


ing activities; Chalmer G 


and Kingsley V. Schroeder, in charge 
of domestic and Canadian production 


activities 


Spring slugfest Promotion 
held by Airtemp Division 
\ NINE-WEEK spring slugfest promo 
tion began on March 21 
Chrysler Airtemp’s big push on air 


Starting 


conditioning. On the opening day, the 
company s offic es were decorate d on a 
baseball theme with dugouts, conces 


sion stands. balloons, and bats 


FROM CARTON TO FIRING 


So fast .. 


© GASKETS 
© IGNITION TERMINALS 


Your friendly Oil Burner Jobber stocks the 


HYDROVALVE Line. 


Ask him for a copy of Catalog #60, or write direct. 


Hydro "TA 


19 Utica Avenue, Brooklyn 3, N. y. / BUckminster 4-1330 


The 17 district managers turned in 
orders for more than $10 million in a 
10 hour effort. The slugfest consists 
of two contests, one for room aircon- 
ditioning distributors and one for 
packaged heating and cooling. Each 
contest is made up of teams in two 
leagues. 

A nationwide network of 13 parts 
depots to sell replacement parts to dis- 
tributors and dealers has been set up 
by Airtemp. The depots will be lo 
cated in Washington, D. C., Atlanta, 
New Orleans, Memphis, Detroit, Chi- 
cago, Kansas City, Phoenix, Dallas, 
Los Angeles, Dayton and New York, 
which will have two depots 


Canadian Meter Co. appointed 
Representative for Granberg 
GRANBERG CorRP., Oakland, Calif., has 
appointed Canadian Meter Co., Mil- 
ton, Ontario, as oficial Granco repre- 
sentative throughout Canada 

The company will manufacture and 
stock meters and pumps to give on- 


the-spot sales and service 


e 


Combustion 


= 
+ $0 easy to install because there's fewer pieces. One package ——— 
Chamher 


gives you everything you need including pre-cast self-leveling base or 
hearth. Designed with maximum combustion area . . 








. engineered for 
more complete fuel combustion—immediate delivery . . . sizes 
6/10 to 12 gallons per hour. Write for latest bulletin. - 


a 
product of alive aVVLlcey im 


OS aad (NSULATING MATERIALS 











141 West Jackson Boulevard + Chicago 4, Illinois 
SOLD ONLY THROUGH BETTER JOBBERS EVERYWHERE! 
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Gulf-designed Burner 


(Begins on page 43) 


burner; it can operate in the open 
air, unenclosed . . . like a gas burner. 

It can be made in an amazing num- 
ber of shapes and versions. As has 
been mentioned, in its gas-mantle ver- 
sion, it fires at 0.05 gph . . . but that’s 
an unusual version. In usual versions, 
it fires 0.10 to 0.50 per oilburner; 
three “straight-line” burners side-by- 
side provide a firing rate of 1.5 gph. 

In its usual versions, the new Gulf 
simplified burner employs two main 
parts, both mentioned earlier in this 
article: the Gulf air-aspirating noz- 
zle, and the “flame tube” made of 
perforated stainless steel. 

Other parts needed to complete an 
automatic burner of this type include 
a small rotary air-pump able to pro- 
vide the nozzle with air at one to 
three pounds pressure, a constant- 
level oil valve or wall pump or equiv- 
alent device, safety controls of a 
usual or special design, and an electric 
ignition system. 


As demonstrated in the laboratory, 


=eveco ADJUST-ODpAFT 


the ignition system can be of the 
usual jump-spark type . . . or it can 
be of the electrical resistance type 
using line voltage (115 volts), which 
type can be exceedingly inexpensive, 
yet highly effective and dependable. 

An accompanying, schematic draw- 
ing shows what's in the Gulf air- 
aspirating nozzle. 

One dictionary meaning of “aspir- 
ating” is “to draw by suction,” and 
that’s the meaning that applies to this 
nozzle. Given air at the one to three 
pounds pressure, the nozzle sucks up 
fueloil to itself . . . from a constant- 
level valve arrangement, for example, 
maintaining oil at a level an inch 
or more below the nozzle. The same 
principle is used in a paint sprayer 
attached to a vacuum cleaner. 

After entering the nozzle, the oil 
is mixed with the air that powers 
the nozzle, for this is an “inside mix- 
Fueloil well atomized, 
together with the air, emerges from 
the nozzle orifice. 

The nozzles of this type which the 
Gulf oilburner men use are designed 
to produce flames which are a « and 


ing” nozzle. 


skinny. You might call them “dog- 
tail” flames. That's the flame shape 
which is ideal for the “flame tubes” 
used with the Gulf simplified oil- 
burner. The coupling of this flame 
shape with the use of the flame tube 
is what makes the burner an excellent 
replacement for a gas burner. 
Advantages of this type of air- 
aspirating nozzle include the large 
size of its oil passages, which provide 
relative freedom from clogging trou- 
ble. The oil passages in the nozzle 
are said to be ten times the size of 
those in a usual, pressure nozzle! 
Use of the aspirating principle 
avoids the need for a usual shut-off 
valve in the oil-feed line to the noz- 
zle, yet avoids any dribbling from 
the oil during stopping of the burner. 
The nozzle drains on stopping, avoid- 
ing storage of oil inside it during 
an “off” period. That, combined with 
the fact that in this burner firebox 
heat does not raise the nozzle tem- 
perature following stopping of the 
burner (the flame tube contains little 
heat when red-hot, stores most of this 
little heat far from the nozzle, and 


FINENESS AND CAPACITY COMBINED 
IN COMPACT 


DRAFT CONTROL 


Fully adjustable for precise accurate setting 
and instont response to draft variations: 
ADJUST-O-DRAFT is quality constructed. A 
cast aluminum ring with built in stops, con- 
cealed solid brass bearings, and other 
features, insure lasting dependability and 
maximum efficiency when you INSTALL 
ADJUST-O-DRAFT. 


‘pireas 


MODEL M$ -3 — Handies 100,000 BTU's, installed at tank or anywhere on 
line for medium to large oi! burning units: much greater than other filters of 
similar size! Exclusive Microstone ceramic element traps all foreign matter 
to 1/10,000th of an inch — easily cleaned for re-use. All 

aluminum construction; easily disassembled without special 

tools; built-in shut-off valve and air vent; inlet and outlet 

¥_" IPT. And the cost is low! 





Available in sizes from 
5 thru 12 inches. 


MANUFACTURING CO. 
45-18—162nd St., Flushing, L.t., N.Y 


EDIMAILER 
METERED INVOICE 


Bill your oil out as fast as you deliver it with our 
combination Invoice-Statement with “Built-In” 
Check Collector. Unmistakably ready for payment 
when presented, it has proven to reduce receivables 
and paper work while saving double its cost in 
statement postage alone. Our custom-styled printing 
will compliment your business. Write for samples. 


M.E. MEYE 


MODEL MS-3E — Even lower initial cost! Same basic construc 
tion as Model MS-3, but without shut-off vaive ond oir vent! 
A real low-cost attraction! 


SEE YOUR JOBBER —OR ORDER DIRECT! If he cannot supply you we ship 
postpaid anywhere in U.S.; normal discount in dozen lots 


2232 ww eZ @ew@wr eee 
© Said 


Clamshell Lane, 
Northport, L. 1., N.Y. 





Superior Filtering for all 
Oil Burning Equipment! 


VA 


FUEL OIL FIL Ree 


There's a Kiemm Fuel 
Filter for every standard 
burner using No. | and 
2 fuel oll. Your choice . .. 
metal or glass bow! 
“Millions Since 1932.'" 
1. Practically no flow 
resistance—true 
depth filtration. 
. Simplified construc- 


FF-430 U/L FF-430G 








tion for simplified 
service...no tools 
required. 

. Eliminates nozzle and 
line clogging for 
increased burner 
efficiency 

4.All parts...Hi- 
Chrome and Brushed 
Zinc. 


PK-150 U/L 











chemistone 


y element assures 
ean fuel oil every 


removes dust 


Klemm PRODUCTS 
Division of 
KLEMM AUTOMOTIVE PRODUCTS COMPANY 
1722 Worth Damen Avenue « Chicago 47, IIlinois 


EXPORT: Guiterman Co., Inc., New York 4 
CANADA: Elgee, Lid., Toronto 








PRINTED FORMS 
AND OPERATION AIDS 


For Immediate Shipment 


Check items you are interested in. 
Attach to your letterhead, mail for 
information, prices, FREE SAMPLES: 
(0 Degree Day Cards 
{_] Service Order (] Telephone Call 
C) Inter-Office 
Correspondence 


(_] Service Ticket 


(] Service Record 
Card (] EZE Stick Pressure 
Sensitive Label * 


Price Charts 


(.) Daily Record of 
Deliveries 


() Service Dept. 
Record 


] Weather Temp. 
Recording 


Th t 
(0 Authorized <epeotedl 


Receipt 
(] Door Knob 
Notice Card * 


oO METERED ONE-TIME 
CARBON DELIVERY TICKETS 
(Truck—Bulk Plant—Gas Pump) 


My Name 


[] Safety Sidewalk 
Caution Signs 





[_] Sort-O-Matic Rack 


Company.. 
Street 


#Allow 2 weeks to imprint your copy 
ery » 2 0 F nleum Firms Over 30 Yrs 
DEGREE DAY SYSTEMS 


39-30F 58 ST.. WOODSIDE 77, N. Y. 


) 
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in temperature when 


rapidly 


burner stops firing) eliminates 
chances of oil coking in the nozzle. 
Also, it minimizes the attention the 
nozzle may need from a serviceman 
Gulf Oil Corporation, it should be 
lerstood clearly, has no intention 
the business of manu- 


kind of 
equipment. Its 


ing int 


ring oilburners or any 


ing devices or 
I 


to advance the use of fueloil 
working at improving oilheating 
The benefits 


of Gulf’s research and development 


equipment and results 
work are to pass on t the fueloil and 
heat industry, and ultimately to 
American Homeowner who uses 
r househeating, water heating, 
and even to power the refrigeration 
equipment of his summer aircondi 
tioning plant 
Gulf is developing only prototype 
oilburners; it is not arriving at final 
equipment models, ready for produc 
tion lines. It offers interested oilheat 


juipment manufacturers ideas 


levelopments to be devel 
further along the particular lines 

nufacturers prefer, and to be 
general 
Broad ideas 


partic ul 


ndustry-wide for th 
betterment of oilheating 
ind ncepts, not equip 
ment models ready for the production 
Gulf 


line, are the objectives of th 


S. Alexander has been ap 
lvertising and sales promo 
tion Manager, 
Blackmer Pump 
Co., Grand Ray 
ids. Mich. Previ 


1 11 


industrial designer 


Seating Co 


Thomas F 
named western sales representative, 
The C. A, Olsen Manufacturing Co., 
Elyria, O. He will represent the com 
pany in lowa, Minnes« ta, Nebraska, 
Colorado, Utah, North and South 
Dak« ta 


Chatwood has been 


Pacific OHI Meeting 


(Begins on page 47) 


and subsidy plans, more than any 
other part of the country, but certain 
ly not too much for today. 

The final morning speaker was 
Frederick E. Baker, public relations 
Seattle. He 
relations 


consultant of discussed 


good human joined with 
good business judgment. 

At the second day’s noon luncheon, 
the featured speaker of the conven 
tion, Selwyn Eddy, Shell Oil Co. vice 
president for the West, told of the 
problem facing the Puget Sound re 
fineries if there’s any slump in distil 
late sales. “We can’t dilly-dally,” he 
said, “natural gas is the big tiger: 
with its second Canadian line coming 
in they can serve every heating user 
in the Northwest; we must face it 
right now.” 

Eddy 


prices will go up to any great extent 


expressed doubt that gas 
because of the general attitude of the 
Federal government toward the oil 
companies. They feel that the oil com 
panies are getting a fair price for gas 
as a part of their overall revenue. Bet- 
ter assume, he feels, that gas is not 
going up and that our competition 
will stay about as it is. 

He likes the joint advertising cam 
paigns of the Coast, complimented 
the new movements in the field of 
burner research, noted that the “Ven 
Shell 


scientist, and the other new oilburn 


tres” burner developed by a 
ing methods offer a 25% improve 


ment in performance. He recom 
mended that the Northwest dealers 
National Fueloil Council 


and its possible merger with OHI, 


study the 


“but don’t give up anything you now 


have—a national organization with 
separate regional activities would be 
logical.” 

He cautioned the dealers to watch 
l custom- 


their service—"if you lose 


ers} they're gone forever—but get the 
new customers today and we'll hold 
them for the future; time and eco 
nomic factors are in our favor, but 
they won't be later.” In closing he 
again remarked that he was delighted 
that they had accepted the subsidy 
program, Eddy made a strong im- 
pression on the crowd. 
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Ventilated 
Plates 

KEEP MOTOR 
COOL 
Enough for 
Rubber 
Mounting 


No Special Oil Needed 
for Cool Enough Motor 


(STEMS 


Sizes 6",7",8".9 oN as . 
M° LARTY 


2550 Dickman Rd., 








KEK-CLEANED BOILERS 
LAST LONGER 
GIVE EVEN HEAT 

WITH LESS FUEL 


STEAM AVOID 
FASTER => AIR LOCK 











Battle Creek, Michigan 
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FIRE BOX 
fueloul & oil heat 


WANT ADS 


Advertisements are payable in advance 75c a line; 
minimum charge of $4.50 for 6 lines or less. 


No Advertising Agency Commissions. No discounts. 


NOTICE — Those writing to Box Numbers, address: c/o 
FUELOIL & OIL HEAT, 2 West 45th St., New York 36. 


ula 





TURN YOUR SURPLUS INVENTORY of stoker, oil burner or gas controls 
into cash. Mail list and price to Box 885. 


SALES EXECUTIVE and/or Salesman, available in the Washington, Baltimore, 
Delaware area. Can handle field men; sell to jobbers and work with them; 
and also to retailers. Has good record—knows all forms of heating and firing. 
Will make you a very happy employer, if you get him for a field man, zone 
manager, or salesman, Excellent references. Box No. 1465. 


MANUFACTURERS’ REPRESENTATIVES covering plumbing & heating whole 
salers. Manufacturer of complete line of Domestic Steel Boilers, offering com 
pletely packaged or standard units, is seeking additional representation. Various 
territories open. Reply with resume for full particulars, x No. 1507. 


BUILD A FAVORABLE IMAGE, sell advantages of doing business with your 
firm, with newsy newspaper column I write for you weekly. Edward Fiske 
Company, 2 Deport Plaza, White Plains, New York. 


REPRESENTATIVES: A complete line of heating equipment Oil, Coal and~Gas 
fired furances and Boilers also Baseboard Radiation—High Commissions to ex 
perienced Rep’s selling to the Dealer-Contractor. Write your Qualifications— 

Territories desired and lines now selling: Box No. 1512 


DOES YOUR DELIVERY SYSTEM ALWAYS PERMIT MAXIMUM FILL? 
The Hidy Degree-Day Recorder provides a constant K-Factor for every customer 
Assures accuracy in your degree-day system—even in highly variable spring and 
fall weather. Accurate to your locality, Reads and interprets every measurable 
factor affecting degree-day count, Cuts truckine and bookkeeping costs up to 
0 Makes it really possible to schedule deliveries. Your degree-day system 
needs the Hidy Degree-Day Recorder. Write for free details in booklet June CFJ 
today. Please tell us if you are now using a degree-day system, The Hidy-Brown 
Recorder Co., 6988 Five Mile Road, Cincinnati 30, Ohio. 





HAY WARD 


Rotary Atomizing Burners 
¥, to 12 Gph 


Boiler-Burner Units 
400 to 730 Sq. Ft. EDR Steam 


Pressure Atomizing Burners 
¥%, to 10 Gph 


Boiler-Burner Units 
200 to 2000 Sq. Ft. EDR Steam 
Write for franchise information: 


HAYWARD OIL BURNER CORP. 
19 Spring Street, Taunton, Mass. 


Branch ce: 
86 Kirkland St., Cambridge, Mass. 














SERVICE MANAGER with 20 years experience in installation and service of 
light and heavy oil, desires to relocate in the South. Would prefer Northern 
Florida. Employed at present with large retail company. Can furnish excellent 
references. Reply Box No, 1518. 


DECALS—Service, nameplate or truck lettering and trademark decals made wo 
your order. Easy to apply, uniform, distinctive, economical for small or large 
needs. Write for catalog. Mathews Co., 827 S. Harvey, Oak Park, Ill. 


SALES MANAGER, long established, rapidly expanding fuel oil marketer 
seeking man capable of developing and directing all sales of oil to residential and 
commercial accounts. Must possess ail management skills and abilities. Exceilent 
starting salary and commission plus higher earnings potential, Submit detailed 
qualifications and photograph. P B. Porter. Jr., President, City Fuel Oil Co., 
Inc., St. Petersburg, Florida. 


SALESMAN. Qualified in air conditioning and heating at retail level, Not over 
10 years of age. An opportunity to invest in company to a producer, Company 
15 years in fuel oil business with highly trained service and installation men. 
Fred A. Rankin Co., Inc., P. O. Box 6485, Jacksonville 5, Florida 


GENERAL MANAGER—Service Department, must be qualified to handle 
entire Service Department light oil burners, large independent fuel oil dealer 
established 25 years on Long Island. Salary $10,000.00 plus benefxs, Box 
No. 1517 


FOR SALE—two 3500 gallon, White 1952 cab over engine tandem axle 
tankers, single compartment, double shut-off valve. Equipped with Roper three 
inch pumps, Neptune meters and register heads. Single reel side compartment 
10 x 20 tires. Box No. 1519 


MANUFACTURERS REPRESENTATIVE WANTED throughout the United 
States and foreign countries for the distribution of fuel oil fileer cartridges for 
domestic and industrial oil burners. The following cartridges are available: 
B-4. B-6 and B-8, C1210, 1A30, 2A710, RC-20, RC-30 and rotor power unit 
cartridges. Samples are available upon request. Contact R. Ll. Fuel Pump Service 
Co., One Eudora Sereet, Providence 3, I 


INDUCO for near perfect combustion, A-1 Auto Works says; “Our Cummins 
Diesel tow truck operating six years on Induco Fluid was torn down for an 
overhaul and we were surprised at the clean engine, no sludge or carbon . . . 
we recommend Induco for fuel and oil savings and lengthened overhaul periods 

. . with no smoke and no fumes.” 

The Fuel Conditioners for diesel-gasoline-bunker fuels. Members of 
LAC of C, & C.T.A. Note: Mfg. Reps & Dealers wanted, Some Exc, Terr 
Industrial Chemical Co., Est. 1893, 12134 S. Main St., Los Angeles 61, Calif. 


FOR SALE: Retail Fuel Oil Business, over 2,500,000 gal. central N 
pals only, Reply to Box No. 1520 


NO MISTEAKS 


You can’t go wrong with Fuel Oil 
Dealer Forms from CROMWELL, 
your best single source of top qual- 
ity 2-color meter tickets and othe: 
items. Fast delivery, free catalog. 


J. Princi 








printery inc. 





CHURCH AT BLEECKER, ALBANY, N. Y. 





Use “CRESCENT PARTS” Service 


Serving St. Lowis Trade Area 
“FACTORY REBUILT" Repair Exchange con- 


trol service on all popular makes at regular 
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WISE 7% WHOLESALERS © 


cleaning up. . 
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COSTES 


manufacturers list prices and trade discounts. 


cowrrors (Crescent Parts and s r Stock Up Now! S 


OIL—GAS—STOKER 


Minneapolis- Honeywell Equipment Co inc © : WORCESTER BRUSH AND 








panne . ° Parts & Controls < 
White- Rodgers MAIN ring ak é SCRAPER CO. 


625-831 S. Bayle Ave, = | *alations Motorials | , Division of 
ae 44. Lents 16, ie. + nie <5 MASON-WORCESTER 
Sap 1140 St. Louis Ave. , = “G BRUSH CO. 


. Heating Speciaities 
Mercoid @ General 


East St. Louis, Ifl. ah SS SORIA 38 AUSTIN ST. WORCESTER 1, MASS. 
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LITE- CAST GaCcre somees Fae FLOOR FURNACE 


COMBUSTION CHAMBERS |MEtRgttnannnn. = with a FILTER 


QUICK HEAT LONG LIFE ° | re ONLY G/A HAS THESE ADVANTAGES 
DOUBLE SEAL *< @ 30° HIGH . .  162"" below joist. 
INSULATED JACKET 


BETWEEN 
MONOGRAM has > 2's FLOOR & WALLS CIRCULATED, FILTERED AIR 


o 
e 
333 Standard Designs and ° ° OUIE’ OPERATION 
sizes of LITE-CAST Insulating PRE-CAST FLOOR Model to facilitate o return-duct if used. 


Refractory Combustion Cham- * C-85-FB @ EASY ACCESS 


for filter removal or furnace service from 


bers for ALL Boilers andj AIR SPACE OIL-FIRED top 
Furnaces. BENEATH FLOOR 85 00C Btu @ PRE-ASSEMBLED & WIRED 


Output 
‘15 TO 23 GALLONS PER HOUR — GENERAL AUTOMATIC PRODUCTS 


MONOGRAM PRODUCTS CO... INC. axe sents ‘eave 


731 NORTH 35th STREET, PHILADELPHIA 4, PA Get the complete story. . Baltimore 13, Md. 
CALL, WRITE OR WIRE NOW: EAstern 7-7703 





U.S. Pat. No. 2678488 


June 
1960 
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FIRST with 


Monarch Oil Burner Nozzles. . . 
plus the World’s FIRST POROUS 
BRONZE NOZZLE FILTER! This 
foolproof combination assures 
passage of only pure, clean, fuel 


oil and guarantees nozzle oper- 
ation at maximum firing effi- 
ciency. Solid metal-to-metal con- 


tact eliminates any possibility of 
Dirt or Impurities slipping be- 
tween nozzle and filter. 


Use the nozzle filter acclaimed 
by heating experts . . . the revo- 
lutionary POROUS BRONZE FIL- 
TER by MONARCH... and at 
NO EXTRA COST over ordinary 
mesh strainers! 


“ NO LOOSE PIECES 
BETTER THAN 200 MESH SCREEN 


MAXIMUM PROTECTION FOR 
FRACTIONAL GALLONAGE 
NOZZLES 





Don’t lose money on nozzles 
damaged by careless han- 


MANUFACTURING WORKS, nie dling. Protect them until used 


in a sturdy, compact, steel 
Canadian Agent : (Except B. C for either 24 or 48 nozzles. 
E. 5. Gallagher Sales ltd, Toronto 12, Canada Steel Cabinet also available 


Exclusive Agents in all of Europe . . » holds 480 nozzles. 
Australia and New Zealand 


Monadh Remember: It costs more to clean a nozzle than to replace 
EA! : Jobber & 
ee with a new, guaranteed-uniform Monarch Nozzle. 
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Checkbook size blotters. 
Four real sales stimulators. 





¢ Don’t tell us people don’t 
x use blotters any more. Con- 
3 tractors have handed out 
ry nearly a million of these... 
« praise ‘em; ask for more! 
re Coupon brings samples. 
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| Engineering manuals. But not the technical kind—the 225 
+ _ kind that enables you to explain the basic purpose of safety “125 
+ controls in a way that convinces. One on steam boilers. One == 
4 on hot water space heating boilers. Coupon brings samples. = 
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Envelope size folders. Have proven their ability to sell low ! 
water cut-offs, feeders, feeder-cut-off combinations. One covers Sereeeee tttited. oe 
all popular McDonnell products including relief valves. Coupon ogee Seeeereresen: 


























Put these \ 
" WEDONNELL 


to work for you! 


Look ‘em over. They all pack a real sales 
wallop. Each can do a specialized job for you 
putting across the good old Sam-you-better- 
scram idea of Safety-the-McDonnell-Way. 

We furnish them,and imprint the mailers, 
without charge. Simply use the coupon to 


ask for samples of any you can use. 


MSDONNELL & MILLER, Inc. 
3500 N. Spaulding Ave., Chicago 18, Ill. 
Duing One UN Thing Hell. 


aeGc us Pal. OFF 
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CHECK SAMPLES YOU WANT 
MCDONNELL & MILLER, Inc., 3500 N. Spaulding Ave., Chicago 18, Ill. 


Please send samples of sales helps as checked 
Envelope size folders LJ 


Engineering Manuals 
| Condensed Catalog 


___State 


